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Styte Is DARAMOURT 


HERE may be a mathematical problem 

of production, ratio of stocks and turn- 

over and economic factors in materials, 
but the inevitable answer to a prosperous shoe 
business is a keen knowledge of the trend of 
styles—in advance of change. A dress mode 
may be so revolutionary in character as to 
change, in a short season, the style value of 
your goods. Gone are the days when a shoe 
well put together was salable to the last paix 
at some fair price. Today if it is made-right, but fashion- 
wrong, it won’t move at any price. 


ca 


S a man of sartorial courage, congratulations to 

Bernard C. Bowen. He is wearing a pair of dark 

blue oxfords, with a gray suit, blue tie and blue hose. 

He is the Beau-Shoe-Brummel of Michigan Boulevard 
and all points West. 

The dress of Man is changing and improving. We 
would like to be around fifty years from now when 
the vault in the corner stone of the John David building 
is opened and the men of that day give the merry “Ha- 
Ha” to the heavy traditional attire of 1929. Who can 
tell but what they will be wearing all weights and all 
colors in 1979? 


Enlightenment 


fp more | thought over what Harry 
Perkins of Seattle, Wash., told me, the 
more | realized he has preached a sermon in 
few words—so it goes up front: 

“A good buyer is an 80 per cent seller. 

“A smart buyer is always open to buy, for 
no matter what shows up—he has an open 
stock that 
amount of new things. 

“*Buyer’ is a terrible word. 
who have had that title tacked on them think that is all 
that they have to do. 

“Anyone can buy, if he knows how to sell. 

“The biggest thing is having few lines and few prices, 


can accommodate a_ reasonable 


Too many 


then buy to certain prices. A good buyer covers from 
the bottom up, or in other words, from the lesser prices 
to the top, never the reverse. 


tailing at $12.50 are made complete first, then, if any 


In my case, the lines re- 


skimping is to be done, it is on the prices above $20. 
“Don’t try shoes on a customer’s hands, get them on 

her feet before she has a chance to handle them. More 

sales are lost by putting shoes in customers’ hands before 


they are tried on, than the average merchant ever 


Ve a 


Editor in Chief. 


realizes.” 


last word on Fashion 


‘pedeee ellie 





THE MODERN 


DIANA 





I'l'H hundreds of busy and interesting things to do, and only twenty-four hours 
to do them in, Miss and Mrs. America are saving energy here and there to ex- 
pend it in sport, play, and new social activities. No time for washing 
but plenty of time for the movies and bridge party. The woman is the strenuous 
The very speed of her life has been increased through the reserve o! hours 


dishe s 


one 0! 





today. 

stored up by time saving machines at home. 
This is true not only of the woman of wealth, but of the girl in the office and tl 

Exit monotony, for she has come into a new comradship, ani spent: 


nother at home. 
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ONE WOMAN PLUS TWO 
MOODS EQUALS 
MANY SHOES 


time and money for the many things of this new life. 

This sun-tan summer has done more to change the time-schedule of her 
life than almost anything else. The result is a new woman in the making 
—the spirit of Diana, the Grecian Goddess of the chase, whose life was 
spent in the strenuous pursuit of health. Another summer—and sports 
attire will develop a new fashion activity. The sun-tan, bare-leg episode 
may be just the beginning—next may come the shortees. 

[TURN TO PAGE 116, PLEASE] 














Moccasin Types with Slight- 
ly Raised Heels for Casual 
Tennis Ensemble of Sweater 
md Shortees. The Observer 
Does Not Play but Hovers 
about the Courts 








Pumps In Two Leather 

Combinations. The Lizard 

Inlay is a Shade Darker 
Than the Suede 





Evening Combinations of 

Velvet and Crepe in Pump 

Types Will Be Popular for 
Early Social Events 
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F a duty is placed on hides to “satisfy the 

farmer,” it is only done for that purpose, 

not to help him. The agriculturists have 
had scant consideration so far from tariff 
schedules. They think it is time they had a 
little. They believe that “if a tariff goes on 
shoes it ought to go on hides.” The “Agricul- 
tural Bloc” seem willing to trade; will vote a 
tariff duty on shoes, provided a tariff is placed 
on hides. There seemed no chance of getting 
a tariff on shoes without granting a tariff for 
hides to satisfy the farmers. So the bill 
passed the House. 

A tariff on shoes would make up some (if 
not all) on the difference between labor costs 
abroad and in the U. S. A. The tariff in the 
House bill was placed on hides to satisfy the 
agriculturists, in order to persuade them to 
consent to the duty on shoes. 

To workers who read and think intelligently, 


46 


“The tariff should be 
the subject of careful 
and scientific research 
by men qualified by 
experience to handle 
the subject. There is 
more _ irresponsible, 
foolish, senseless talk 
about the tariff than 
any other subject be- 
fore the American 


people’ 


BA pobuder 


President, 
Endicott-Johnson Corp. 


there must be confusion on the subject oi 


hide tariff. Here are the facts. 


A tariff on hides would not do the farmer 


any good. It would increase the cost of shoes 
Especially the shoes the farmers wear, full oj 
leather, would be increased 25c. to $1.00 a pair, 
not in cost by reason of added tariff costs on 
hides, but by adding selling costs and profits 
to retailers. Shoes are sold “in grooves,’ 5 
to speak. It is not the added cost at the fac 
tory that determines the added cost to the cor 
sumer. It is the habits and customs oi sellers 
and buyers of footwear. Low cost siioes are 
sold with small (if any) profits. Higher 
priced shoes show better profits to manufac 
turers, and decidedly bigger and better profits 
to the merchants who sell them. Profits won't 
wear. They add no value. 

The fact that we have no duty ov shoes 
leather and hides, makes it possible to adjust 
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ld be 

are ful For Shee Tariff and Free Hides 

earch We are not in agreement with the present thought of bracketing 

nl by boots and shoes and hides and skins. Under our protective system, 

andle we think it would be not only economically sound but perfectly justi- 

pre is fiable to cover the difference in the labor cost of foreign countries 
‘ and our own labor cost by putting a duty on boots and shoes and still 

sible, retain hides on the free list. 


; talk The number of pairs of shoes imported during the last fiscal year 

than is no indication of the actual] demand—the number of pairs imported 
t b has been considerably more than heretofore but this does not indicate 
Ponds normal conditions, as they have been shipped in anticipation of pos- 
rian sible tariff legislation. 

There is only one type of shoe or slipper being imported and there 
is only one kind of leather being imported in any quantity—both of 
these special items can be made dutiable and fully protected without 
in any way advancing the price of shoes to our own people. 

International Shoe Co., by F. C. Rand, St. Louis, Mo.; Brown Shoe 
44,5 Co., by John A. Bush, St. Louis, Mo.; Selz, Schwab & Co., by A. K. 
. Selz, Chicago, Ill.; Dunn & McCarthy (Inc.), by F. L. Emerson, 
Auburn, N. Y.; Selby Shoe Co., by Roger Selby, Portsmouth, Ohio; 

The Julian & Kokenge Co., by H. N. Lape, Cincinnati, 
Ohio; R. P. Hazzard Co., by R. P. Hazzard, Gardiner, 
Me.; Freeman Shoe Manufacturing Co., by R. E. Free- 
man, Beloit, Wis.; Freeman-Beddow Shoe Manufac- 
turing Co., by R. E. Freeman, Beloit, Wis.; Nunn, 
Bush & Weldon Shoe Co., by H. L. Nunn, Milwaukee, 
Wis.; The Florsheim Shoe Co., by M. S. Florsheim, 


Chicago, Ill. 
aa 





A new approach to the 
problem of tariff—sig- 
nificant of the attitude of 
manufacturers making 
nearly one-third of the 
footwear used in the 
United States 




















ject of 


farmer 
f shoes 
full of 
) a pair, 
‘osts on 
profits 
" 5” so 
he fac- 
he con- 
sellers 
oes are 
Higher 
rnufac- 
profits 


" 
won 


shoes 


adjust 


7, 1929 


the tariff through the “Tariff Commission” 
appointed to consider tariff duties and to make 
changes when needed. 

Congress considers a “general tariff revi- 
sion” sometimes in eight-year periods, some- 
times in twelve-year periods. So if we did 
not get a tariff placed on shoes, there would 
be no likelihood of relief within eight years ; 
because we would not have any standing or 
consideration before the “Tariff Commission.” 
Having no tariff to consider, we would be out- 
lawed by that commission. Hence, it seemed 
desirable to have some kind of a tariff, giv- 
ing us an opportunity to be heard, so that ad- 
justments may be made, based on experience. 

When the “wise men” in the U. S. Senate 
say that “an effort to put a tariff on shoes is an 
effort to boost prices and secure big profits,” 
they are making foolish statements for public 
consumption. A tariff on shoes (if placed) 


pe AND SHOE RECORDER 
combining THe SHoE RETAILER, Sept. 7, 1929 


cannot put up the prices of shoes, for the rea- 
son that competition among manufacturers of 
shoes grows keener every year, and no one 
can put up the price of shoes because a tariff 
is placed on shoes to protect American wages 
and standards of living. 

If the gentlemen mean that a tariff on for- 
eign-made shoes would prevent the American 
people from buying foreign-made shoes, then 
the statement would have some force. 

The difference that will come to the consum- 
ers of American shoes by reason of a tariff 
would be that which might be placed upon 
hides, which would surely advance the price of 
shoes, and the only prevention possible would 
be to leave the bars down, and let foreigners 
import into our country, for the next ten years, 
as many shoes as possible, made at a difference 
of 25c. to $1.00 a pair less than our shoes, due 

[TURN TO PAGE 113, PLEASE] 
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HE openings are over, the buyers have gone, and once more the busy 
fashion writers are settling in the usual calm-after-the-storm. 

The novelties this season are many, too many to tell in a letter that 
deals almost exclusively with shoes, and yet the changes in the dress mode 
have a vital importance on the shoes. 

The first important change, apart from the new line, is the fact that gloves 
for evening wear are being shown with all formal evening ensembles. The 
gloves and shoes invariably match, whether they match for contrast with the 
ensemble. When the shoes match the ensemble in color, which still happens, 
the gloves may be the same color or a beige rosée, in suéde, reaching to just 
below the elbow. It may be interesting to know that evening gloves were 
first seen in Paris last spring, at the opening of the Russian Ballet, and were 

worn by Princess Fauciny-Lucigne, who is one of the world’s best dressed ' 
women ; now every smart dressmaking house is showing them as the correct 
thing for the early autumn and winter. 

While every house has shown gloves, the first striking model was seen at 
Worth’s opening, a white crépe georgette frock, white velvet cape lined with 
red velvet, red crépe de Chine pumps and long, red suéde gloves. It will be 
remembered by my readers that I have been writing about red shoes 
being worn with white frocks, for the past two years. Two years ago the 
combination of red shoes with white evening frocks was very chic, and 
only the most exclusive women were wearing them, now it is an established 
mode, therefore less chic, but a good sure combination for the coming winter. 

[TURN TO PAGE 112, PLEASE] 
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ELLSTERN is still 

Fl cating printed kid 

for dressy wear. Gray kid 

with black plaid design is 

made for a gray and black 

' ensemble; the model is 

ERHAPS the real a pump with a leaf effect 

outstanding novelty border of patent around 

for the new season is the the throat, and patent 

evening oxford being made heels. Walking oxfords 

by Julienne, and shown at are in calf and antelope, 

Worth’s. This oxford is reptile and antelope, and 

made of black crépe-de- follow the lines of the 
chine and silver kid. The summer oxfords. 

vamp is cut away from the 


1¢ busy 


rer that 
5 mode 


gloves 

The 
ith the 
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to just 


5 were 
1 were 


HILIPPE has a mod- 

el, practicallya 
pump, in green antelope, 
green lizard trimmed, that 
is an example of the 
smart Autumn shoe. The 
vamps, to the slightly 
open shank, are of ante- 
lope, with quarters of an- 


throat to the toes, leaving 
an open space below the 
four eyelets which are 
closed with a fine silver 
cord. The vamp is of 
black and silver, quarter 
of black with a shaped 
band of silver kid, and the 
heels are of silver. 


ELIA has an oxford telope. 


in beige antelope and 
brown calf, that is typical 
of the new models being 
made by all the grand 
bottiers. Lower vamp is 
of calf, perforated, rising 
to ankle. Quarters, at 
heels, are of calf with a 
perforated inset. The 
vamp, shank and quarter 
are cut in one of antelope. 
The Cuban heels are made 

of kid. 


shank. 


evenings 
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with an 


A wide band of 
lizard, narrower at the 
shank, borders the throat 
inset at the 


are either 


lizard or antelope. For 


house in- 


sists upon crépe-de-chine 
pumps, metal trimmed. 


HE only Boulevard shop to 

show the new two leather com- 
binations as yet is Cécil whose 
model in brown antelope and 
brown lizard, a high pump, fol- 
lows the ideas of some one of the 
de Luxe bottiers. The long vamp 
is of light brown antelope. A 
band over the quarter to the heel 
seam, vamp-throat, shank and 
quarter is of darker brown lizard. 
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RECO is _ sticking 

pretty closely to 
pumps in some form, his 
latest creation being a 
pump of green kid with 
green lizard trimmings 
and a narrow saddle strap 
fastened with a_ small 
buckle. For evenings 
there are more crépe-de- 
chine pumps than anything 
else, though there are a 
number of lovely sandals 
of crépe-de-chine and 
satin-lamé combinations. 
Sports shoe are one-straps 
and oxfords, rather low 
oxfords with four eyelets, 
laced with leather on the 
side or front, in reptile 
and antelope or reptile, kid 

trimmed. 
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Getting More Shoes Sold Right 







Money Months Ahead 


HE logical and seasonable time for spending of 

money for necessities as well as luxuries has al- 

ways been with the opening of seasons, September 
and October and the money-months ahead. Indications 
are that the fall season will open favorably from an 
apparel viewpoint. With much money in sight, it is 
time to look to the merchandise which you have to offer 
of a seasonable character for fall use. Where does the 
public get the money whereby it keeps the wheels of in- 
dustry awhizzing ? 

One of the pertinent facts brought out by estimates 
of the bounteous harvest in many of the sections of the 
country is that the farmer has a little more money with 
which to buy shoes this season. Even in the sections 
less fortunate in harvests, the range in prices for com- 
modities has counterbalanced the shorter crops. 

It is from the farm that we get the commodities that 
make it possible to live in the city. Then, too, we re- 
verse his statement when it comes to the subject of 
raiment, particularly shoes. A farm is in a sense a fac- 
tory, where the raw products of earth and air and water 
are changed into food and raiment. There are more 
than six million such factories in this country and they 
are valued at over fifty thousand millions of dollars. The 


fact that the farms have been in the main productive 
makes the outlook for fall, winter and next spring the 
more promising notwithstanding the possibilities of foo! 
legislation in nation, state and city, and even in town and 
village. 

vwvwvv 


The Thief of Time 


LITTLE more consideration for the other fellow’s 

rights would help to make this fine old world a still 
better one. The Golden Rule in business is not an im- 
possibility by any means, sneer at it all you may. A 
strict application of that old fundamental would help 
business and make all of us better and happier. Thought- 
lessness and selfishness go hand in hand with consistent 
results of waste, money loss, and the decline of human 
respect one for the other. 

Here is a case that illustrates the point we want to 
make. Merchant phones Mrs. Flibbertygibbet that he 
has some new merchandise that he wants to show her. 
He says that he wants to give her especial and personal 
attention, and will she make an appointment to come in 
and see the goods? She is delighted to do so and sets 
the hour at three of the very next day. Merchant holds 
everything for that date because her account is desirable 
in the extreme. He cancels a committee meeting, a talk 
with his banker, and a delightful foursome for later in 
the day. Then he waits all afternoon for the lady who 
does not show up. Did she phone that she could not 
come? Certainly not. That is one form of dishonesty 
because she stole his time. 

Next day that same Merchant did that same thing to 
a traveling salesmen. He made an appointment to look 
at samples at a certain hour and then deliberately ignored 
it. More dishonesty of a certain kind. The salesman 
missed his train, incurred additional expense and was 
embittered. Incidentally a report went in to the credit 
department that so-and-so Merchant does not keep his 
Punctual observance of business engagements is 
Disregard of the same is one of the worst 


word. 
a fine trait. 
of business crimes. 

wvvv 


Exit Consignment 


ILL some one please explain where the idea origi- 

nated that shoes are obtainable to be sold on con- 
signment? To begin at the beginning of the matter, 
does anyone know of a concern that does so offer shoes? 
The reason these questions come to the front is that we 
have received a number of letters within the past vear 
We have been at a lo 


to 


inquiring for such goods. 
understand where the idea originated that they were so 
handled. 

There are other lines of goods which are sometimes 
sold on consignment, but these are nearly always goods 
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in which each unit is uniform with all the others, like 
q package of rolled oats, or a bottle of medicine—the 
first package in a carload is exactly like all the other 
packages and would be instantly transferable to any 
It is not so with shoes. 
They are 


other consignment upon return. 
Shoes are made-up garments, so to speak. 
made to sizes and widths, and made in a thousand varia- 
tions of style and pattern. 

It is difficult enough for the retail merchant to keep 
track of his own stock, which is under his eye every 
day and all the time. 
a manufacturer or a wholesaler to put goods out over 
which: he could have no supervision and which would 
be subject to return at the end of a season. 


It would seem to be impossible for 
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What V'alue—Shoes 2 


7 [E man who thinks a “shoe is a shoe” thinks loose- 
ly. Who will undertake to say with precision just 
what any shoe is worth? Shoes are not like gold dollars, 
ascertainable in value to precise figures. This un- 
certainty is illustrated by 


The ‘‘Miracle Man’”’ 


ONOR and cash are two significant words in stock- 

yard transactions. The word of both buyer and 
broker is accepted without question by the weighmaster, 
and every transaction is done on a strictly cash basis. The 
daily average of animals handled in one yard is 60,000, 
having a cash value of about $3,000,000. When the 
yards close at night, every head of stock that has been 
sold during the day has been paid for. 

The leather man in turn puts down the cash for the 
raw stock that he buys. Where does he “get off” in a 
business that may take from sixty days to a year before 
the leather is offered for sale to the manufacturer. 

Raw stock bought on the high market of months ago 
certainly gave him a real top level after the pendulum 
had swung the other way. And yet we find many leather 
men following a policy “never to ask the top prices for 
our merchandise on an advancing market and never to 
sell above replacement on a declining market.” 

It’s one of the miracles of finance that a leather man 
can take his big loss as part of the game—and then goes 
right on doing business “on the new price levels?” 


vvv 





the different prices set by 
most expert 
We knew of 


even the 
buyers. 
such a trial, in which a 
number of shoes were 
placed before a_ half 
dozen high class buyers, 
each to mark down in a 
list his valuation; they 
varied as much as one 
dollar and 
cents a pair on shoes that 
ran only about $6 aver- 
age price. 

Style and craftsman- 


seventy-five 


“May your future 
be as imperishable 
as Nature’s Own 
Last. This rock 
was picked up 
about a mile east 
of Kemmerer. It 
is entirely natural, 
as can be seen by 


ship are intangible ele- 
ments incorporated in a 
shoe by the brain of the 
designer and the skill of 
the maker. They are ele- 
ments which, neverthe- 
less, have a very definite 
bearing on the question 
of what the shoe is worth 
to the 
what is a fair price. 


foot is a 14 C, 


customer and 


“Sermons in stones, and books in the running 
S brooks.” 





—Good News— 


KEMMERER SHOE STORE 


Kemmerer, Wyo. 


“As one of the smaller shoe retailers we 
desire to extend our congratulations on your 
recent consolidation with the ‘Shoe Retailer’. 
The two issues of the combined magazine : ; 
that we have seen have been a great improve- his clerk is the better 
ment over the older separate ones. 





the dried fungus growth covering the stone. 
According to our Brannock the size of the 
It has a well defined arch, 
instep, heel, anklebone and ball, with even 
an idea of a metetarsal arch. Hope the pic- 
ture conveys some impression of the original 
to you, and wishing you all kinds of successes 
with your new magazine.” 


GEORGE S. SAWAYA 
KEMMERER SHOE STORE 


Kemmerer, Wyo. 


Sus at" 


Health Rules 


T is a wise merchant 
who looks to the 
health of his employees. 
He is also a selfish mer- 
chant in the sense that 


salesman because of his 
health. With the coming 
of winter every shoe 
merchant should post a 
set of Health Rules, and 
should see to it that his 
place of business is kept 
in a_ livable condition 
during the season that 
brings with it the over- 
heated and badly venti- 
lated 


for a possible influenza 


store. Plan now 


season—a not impossible 
terror—the doctors ad- 
vise Ventilation First. 
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President. 
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MAKING THE 
JUNIOR SECTION 


HILDREN’S shoes represent twenty per cent of the volume 
of the six Hofheimer shoe stores in Norfolk, Richmond and 
Portsmouth, Virgina, but at the Granby Street store in Norfolk 
—said to be the largest shoe store in the state—the juvenile sales run up 
to thirty per cent of the total value. 
In going after the children’s trade, Hofheimer’s started out by making the 
department as attractive as possible to its youthful customers. It occupies the 
second floor and is known and advertised as the Children’s Playground. And it 
is in charge of some of the brightest and best saleswomen in the organization, who 
not only know how to sell shoes, but who have a way with children. 
But for the shelves 
of shoe boxes that line 
the lower portion of the 
walls, the department might 
be taken for a model indoor 
playground or kindergarten 
room. Slides, hobby horses, 


a merry-go-round, a_ sand 
pile and other playground 
equipment are found here 
and every child who 

comes to this floor is 
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PRODUCE SJ ALES 
DLuUs DROFITS 


encouraged to make use of the amusement devices as long as the 


mother will permit. The wall space not occupied by shelves is 
covered with oil paintings of Mother Goose characters and rhymes dear 
to the heart of every child. Color and cheerfulness predominate in the 
color scheme. 
Mothers are invited to leave their childen here while shopping downtown 
with the assurance that they will be carefully looked after and will be as safe as 
they are at home. 
Behind the plate glass front and overlooking Granby Street is a stationary merry- 
go-round which is one of the most striking features of the city’s main shopping street 
at night, with its flashing 
colored lights that make it ap- 
pear to be revolving, just like 
the merry-go-round out at Ocean 
View. 
As the setting suggests, 
the first thought in this 
department is to please the 
children who come here. 
The child usually gets 
what he wants, as all 
salespeople know. 
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mty Rocers: 


Finest Day 
AS A 


SHOE MERCHART 


By HAROLD WHITEHEAD 


Business Consultant 


(Episode VI) 


UNE SOLENT had really enjoyed the afternoon 

and evening in Billy Rogers’ store. She had been 

busy at the little desk to the right of the entrance, 
setting up the books. To such a clever little bookkeeper 
as June the task had been simple. 

During the rush of that opening day—particularly 
during the afternoon, and again between seven and nine 
in the evening—June wished she could have fitted shoes. 
Billy was simply rushed to death. It was obvious that 
he needed extra help for Saturday. 

She really felt sorry for Billy when, in the height of 
the rush, Billy’s mother came in. Now Mrs. Rufus W. 
Rogers was a sweet, motherly body. Everybody liked 
her, and when in trouble, “Mrs. Rufus,” as she was 
called, was the first person called for. Billy was an 
only child and had received perhaps too much care and 
guarding from the knocks of a practical world. Billy’s 


father taught foreign language at the high school. 

Billy’s mother—at the urgent request of Billy—had 
kept away from the store until the opening. When she 
arrived, Billy was trying to take care of three customers 
—and successfully too, for selling was Billy’s strong 
feature. 

Somewhat to his embarrassment, his mother kissed 
him. Then for nearly an hour she stayed there, greeting 
friends—having Billy fit her to a pair of shoes, and 
generally getting in the way. It was with a rather 
shame-faced sigh of relief that Billy saw his mother 


depart. 


T ten o’clock the store closed. All were tired out 
nerves generally frazzled. All except June, 
really had had the best time of it. 

“Don’t leave just yet,” called June, as she slippe: 
of the store. In a few minutes she returned with a big 
jug of steaming hot coffee, some paper cups and a | 
of crackers. 

“There,” she exclaimed, “now let’s have some ret 
ment to celebrate the grand opening.” 

Captain Jacks was first to have his cup filled. “Me 
gal, this is just what this old hulk needs.” 
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“Boy, this is a real corpse reviver,” gasped Joe Rowe, 
after a long drink of the reviving coffee. 

Billy drank gratefully, but said nothing. He was 
bewildered and disappointed. The day had been to him 
a chapter of accidents and disappointments. 

June saw that Billy was feeling blue, so sitting next 
to him she gave his arm an affectionate squeeze and 
whispered : 

“Billy boy, I think it’s wonderful. Here you are with 
a store actually open. Of course, it’ll take some time to 
have things going smoothly, but I’m proud of you, 
honey. Granted, some things have gone wrong, yet it’s 
great to think you did it all by yourself, honey.” 

“Huh,” Billy snorted in self-depreciation. “I'll say 
‘some things have gone wrong.’ What’s gone right- 
that’s what I want to know ?” 

“Let’s check up the day’s work and see what's what,” 
June spoke up, so that Captain Jacks and Joe could hear. 

ILLY looked gratefully at June as he added, “That's 

a good idea. To begin with, we need an extra man 
for Saturdays. I ought to have thought of it, I suppose, 
yet we never needed extras at Parker’s.” 

“Course not, me boy. Parker’s does a high class trade. 


WHAT HAS GONE BEFORE: 


ILLY ROGERS wanted to own a shoe store. He had 

$17,000 and some practical experience acquired as a 
salesman in Parker’s Shoe Shop. George Morland was will- 
ing to sell his store for $22,000. Too willing, in fact, as it 
appeared when Billy, acting on the advice of June Solent, 
consulted Jethro Blunt, president of Fretton National Bank, 
and the latter scanned the figures on Morland’s business. 
Under Blunt’s relentless questioning, Billy presently discov- 
ered that he had plenty to learn about running a business. 
The banker shrewdly advised Billy to see Mr. Parker, whose 
employ he had quit when he decided to blossom out as a 
full fledged competitor. Billy overcame his reluctance to call 
on his old boss and was more than ever convinced that there 
were lots of things he didn’t know. But he soon mastered a 
few basic principles and was eager to learn more. June also 
contributed some helpful ideas. Billy finally opened his 
store after many trials and tribulations. His first morning 
was a busy one, too busy to be comfortable, and in the after- 
noon June came in to help him. Episode VI follows: 


His customers don’t have to wait until pay day. We 

are doing a different class of trade altogether.” 
“That’s so . . . but where’ll we get a Saturday extra 

from?” 

“I know a guy in Hartford,” Joe Rowe began. 


** AND, of course, sonny, he'd be glad to travel forty- 
five miles every Saturday for two dollars,” Jacks 

spoke sarcastically to Joe. Then he continued, “But how 
about a young gal—it’s the women’s trade that needs the 
extra help. Billy and a gal could tackle the women— 
Billy’s a great hand at jollying the gals, I notice—while 
me and Joe can handle the men.” , 

June’s eyes narrowed, but she said nothing. 

“I'll see what I can do,” Billy said, and there that 
matter rested. 

[TURN TO PAGE 114, PLEASE] 





Boot ani SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 7, 1929 











la si died aeadednae are 





RM ota 2 


O ORL Ce oes, ox 








First to operate his own 
radio station 


24RD FAI OES 


C. Merwin Dobyns 
owner and managing di- 
rector of radio stutio; 
KGER, as well as a uc- 


cessful shoe merch.mnt 


“ CAN SHOE STORES USE 
Rapid Prorimagiy? 


F you decide to go into 
radio publicity or adver- 
tising, do not be like the 

Scotchman, who went to the 
strip poker party naked. In 
other words do not approach the situation with nothing 
to lose. By that I mean do not expect to accomplish 
results by radio if you go into it with a basic thought 
of keeping your expenditures down to practically 
nothing. 

Unless you are an expert in such matters you will do 
well to place the carrying out of details with the manage- 
ment of a reliable radio station. Remember there are 
hundreds of programs on the air, which the listener can 
get by the mere twist of the wrist. Consequently your 
program must be attractive and if possible different and 


C. Merwin Dobyns, of Long Beach, 
Caltf., tells of the hook-up of radio 


with shoes—all under one roof. 


that costs money, for good 
talent commands a commen- 
surate emolument. | do not 
mean to convey the idea that 
the successful Radio Adver- 
tiser needs to spend his money like a drunken sailor, but 
I do say that it is far better to present high grade pro- 
grams at less frequent intervals than to attempt those 
frequent programs of a mediocre type. 

Do not lull yourself to destructive sleep with the hap- 
py dreams of your past success with ordinary methods 
The merchant who does not gear his merchanising 
methods to fit the changing times is due for a rude 
awakening. In these modern days there is no business 
so well established that it cannot tail spin to a disa-trous 
finish unless its owner is ever on the alert to adapt his 
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business to the demands of the business world as it exists 
today 

Just a word about my station KGER. I established 
this station nearly three years ago, primarily as a public 
service measure ; believing as I do, that everyone owes 
a duty to his section of the country, I chose radio as my 
field of service. I operated KGER for over two years 
without accepting one dollar’s worth of paid programs. 
As the field of usefulness of my station expanded there 
came an increasing demand that others be allowed to 
become a sort of a co-partner in the work I was at- 
Sensing this desire I have recently allowed 
others to become identified in the work to the extent that 
| have accepted their paid programs in order that | 
might have additional funds with which to even further 
the service I am endeavoring to give through my station 
KGER. 
has been profitable to those who have joined with me 
in the development of KGER. 


tempting. 


I know that the presenting of their messages 


I know this because 
they are continuing their programs and have as- 
sured me of their very gratifying results. I number 
among my clients two shoe merchants of Long 
Beach, who in the ordinary parlance of the street, 


might be termed my competitors. I dislike the word 
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UNIQUE merchandising institu- 

tion. Note the $30,000 Wurlitzer 

organ; the broadcasting room to which the 

public is invited; and the very practical 

shoe store front, entrance and interior. This 

article illustrates new possibilities of mod- 
ern merchandising 


competitors. Rather I like the word “Brother Merchant 
of the Shoecraft.” 


those belonging to the same craft there is an all too 


In these days of hectic rivalry among 


prone tendency to refer to the rest of the shoe merchants 
of one’s own particular vicinity by the use of that green 
eyed monster term, “competitor.” Let’s drop the use 
of that word and use instead “Brother Merchant of the 
Shoecraft.” Perhaps in this way we can all be reminded 
of the need of brotherly love so sadly lacking. 





Let’s look into this remarkable 


store of Dobyns 


Pacific Coast, if not in the entire United States—a 

shoe merchandising institution, through its broad 
and unusual application of the principles of service has 
built for itself a nation-wide recognition. 

The “Sign of the Horse” over the home of Dobyns 
Footwear and Radio KGER, in the heart of the great 
shopping district, is the symbol of high-grade shoes 
and hosiery for all the family -from the cradle up. 

At Dobyns Footwear a sale is not completed when 
the shoes are delivered to the customer. The manage- 
ment assumes a definite responsibility until the next pair. 

The appointments for the comfort of patrons found 
in Dobyns Footwear “Three Floors of Service” are most 
exceptional. 

The street floor is given over to departments for men 
and women’s high grade shoes and hosiery. 

The lower floor is given over entirely to women’s 
shoes and hosiery of excellent grade and smart styles 
at popular prices. 

A handsomely equipped salon on the second floor, 
easily accessible by elevator in the lobby, and a delight- 
ful play room, equipped for the kiddies’ enjoyment, are 
just a few of the many things that make shopping at 
Dobyns a pleasure. 

The Dobyns management, among other advanced ideas 


[ Long Beach, Cal.—fastest growing city on thef 


IROM a modest begin. 

ning a decade ago the 

shoe house Dobyns has 

grown to one of the largest 

retail establishments west of 
Chicago 


making for customer satisfaction, has in constant use 
three X-Ray machines for scientifically fitting the feet 
of adults and little folks, as well. In addition to this 
equipment, there are trained orthopedic graduates whose 
services are gladly extended to all who require special 
care in fitting. 

On the second floor of Dobyns Footwear in addition 
to the exclusive Children’s Footwear Department there 
is a Women’s Sport Department, Reception Salon and 
Beauty Shop, and finally the Main Studio of Dobyns 
Radio Station KGER and the great Wurlitzer Broadcast- 
ing Organ. 

KGER is a radio station dedicated to high ideals of 
service and ably fulfils its mission in broadcasting events 
of general interest to the community at large, such as 
programs of information and entertainment sponsored 
by the Board of Education, the Ministerial Union, the 
Parent-Teacher Associations, the Service Clubs, the 
Long Beach Municipal Band, the Long Beach Symphony 
Orchestra. Choral Societies, the Taubman Men’s Bible 
Class (largest in the world), the Sunday services of two 
prominent churches, etc. 

KGER is the exclusive broadcasting station of The 
Long Beach Sun, the Pacific Coast Club and the Rhythm 
Makers (Pacific Coast Club Orchestra), and the Cocoa- 
nut Grove Orchestra in the Breakers Hotel. 
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; has 


aoe | who want the best 


Every refinement of pattern and design that has 
proven successful in building shoes for men is incorpo- 
rated in this new Burns ankle fitting dress and business 











“an be shoe. 

to ti | Styles have been chosen and developed after 

s whose . > | thoroughly combing both the market and the fashion- 

special eo able world for new ideas. 

vddition % Every piece of leather that goes into a Burns Shoe 

it there i must be of No. 1 quality and up to the most exacting 

lon and specifications. 

ae | The result is a most remarkable showing of un- 
3 usual interest because style and quality of material are 

leals of a combined with economy and honesty of manufacture 

r events i so as to produce a shoe of surpassing excellence to sell 

such . & | at a moderate price. 

es Your knowledge of present day trends in men’s 

bs, the _ dress and business shoes will not be complete unless 


nphony you see this Burns line. 

's Bible : 

of two Be Ready for shipment October Ist in all styles. Youincur 
no obligation by asking our salesman to show you. 

of The 

Rhythm 


(ocoa- 


THE J. R. BURNS SHOE CO. 
ENDICOTT, N. Y. 
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TRAVELESE 

a vanity appeal 
Ultra light in weight — made 
with shank ease extension and 
reinforced construction. De- 
signed to develop or maintain 
grace, chic, ease and poise in 

walking or repose 
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IS THIS WOMAN SMART ? 


Truly —but another, equally well 
apparelled, frequently is mediocre. 


Raison d'etre? Poise! And poise 
comes from posture more than 
anything else. 


So Travelese are warmly received 
by smart women——for they con- 
tribute much to correct posture. 
Of course, correctness of line, de- 
sign, color tone and material 
can be taken for granted— 

they are Laird, Schober's 
—designers and 

producers of the 

finest in foot- 

wear. 


Leaders in the world 
of fashion are 
openly voicing their 
approval of 
TRAVELESE 

shoes through the in- 
teresting fashion 
columns of Vogue 
and Harpers Bazar. 
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Plantation finished sole crepe has been broken down only 
It is selected from the finest liquid latex, under ideal 
conditions, from trees in prime life, and from plantations 
handy to the mill so that this liquid will not have to be 


once. 


hauled through the heat for any 
great distance. Therefore, if you 
want this genuine plantation fin- 
ished crepe, you must specify 


PLANTATION FINISHED. 


The Latex 

is taken from 

the finest, selected 
prime trees. 


The LATEX from which 
HARCO CREPE SOLES are made 


is taken to the plantation mill, coagu- 
lated by the addition of acetic acid 
which causes the solids to separate from 
the moisture contents of the liquid 
latex, leaving the rubber globules by 





themselves, very similar to the curd in 
sour milk. These are then sheeted out 
to the proper thickness for sole crepe. 
Sheets are then trimmed to proper 
widths and lengths, and carefull 
packed for shipment. 


. HARTWELL LEATHERCo. Malden Mass 
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NATURAL BRIDGE 


506 ARCH SHOES 45 w %6 


More Sales 


ORE Sales! That’s what every dealer's 
M looking for. More customers who will 
yme back for more shoes. The an- 
swer’s casy! Feature the shoes we’re featur- 
ing for you. Natural Bridge Arch Shoes 
have kept us working overtime to keep pace 
with the demand. They’re making good their 


slogan- 
“Good to the foot— 
Good to the eye— 
Good to the pocketbook!” 


Only one dealer in a town can have this ex- 
clusive, fast-selling line. Late decisions in 
some territories have caused “bitter tears.” 
Decide to get in on this nation-wide success— 


NOW! 


‘The Radio! 


(5,000,000 radio homes) 


VERY Friday night the women in your 
town will hear that you, the Natural 
Bridge Arch Shoe dealer for your terri- 
tory are sponsoring the delightful Natural 
Bridge programs broadcast over WJZ and 
associated stations. What a great chance to 
“hook in” locally through your local news- 


papers ! 


WALL 


THE SATURDAY 
EVENING POST 
Kt > 


More Profit 


ORE Profit! The harder and oftener 
your dollars go to work, the more 
there is in it for you! You don't have 

to tie up a lot of cash on this Natural Bridge 
Line. 


A special proposition starts you and a special 
every-Monday-morning-fill-in speeds you on 
your way to Faster sales, Faster turn-over 
and more profit! Isn’t this exactly what 
you're looking for? More sales to more cus- 
tomers at more profit, thanks to faster turn- 
over. Don’t let this chance to cash in on 
Opportunity go to some other dealer, just 
because you apply for this exclusive agency 
too late. ’ 


The Saturday Evening Post 
(3,000,000 Post circulation) 


CONSISTENT advertising campaign in 

the greatest “show window on earth” 

will strike home in the hearts and 
pocketbooks of more than 3,000,000 Saturday 
Evening Post families. Can you imagine a 
greater buying influence on the woman and 
the modern miss than this combination of 
Post and Radio? 


NATURAL BRIDGE 
SHOEMAKERS 


Division of Craddock Terry Shoe Co. 


LYNCHBURG VIRGINIA 


NATURE'S WAY #4 OUR WAY 


“Good to the foot 
good to the eye 
good to the pocketbook” — 


—and good to the dealer! 
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SETON LEATHER COMPANY NEWARK, N. J. 
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TAKE A FLIER ON THE “‘GRAF’’ 
ZIP - SPEED - CLASS 


Rugged Kinross-Adonis Calf 
Storm -Welt 


BLACK STYLE 513 
DARK BROWN STYLE 512 


IN STOCK 
A to D 
$4.25 


less 2% 20 days 
Sept. 15th 
Delivery 
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FREEMAN-BEDDOW SHOE MFG. CO, 
BELOIT, WISCONSIN 
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So say Thompson and Finley 
after operating a store in Jackson, 
Tennessee, the past year on the 
Brown Plan 


of the Brown Plan,” writes A. Van Thompson, 

who with A. G. Finley, owns the Buster 

Brown Shoe Store at Jackson, Tennessee, “we 
are quick to express our faith in its ability to place the 
independent on a plane that enables him to get volume 
and makes a profit in any kind of competition. 

“We feel qualified to judge because within a block of 
our store are three of the largest chain stores. Be- 
sides, Jackson has four other exclusive shoe stores. 
Yet we have had nothing to worry about. We have 
done a profitable business of $35,000, which we know 
is just scratching the surface of what we will accom- 
plish. 

“We turned our stock 414 times at retail this first 
year and showed a net profit of 7% on gross sales alove 
all expenses including our salaries. Considering that 
The attractive bungalow home of the Thompson's in Jackson, Tenn. this was our first year with more than ordinary ex- 


Ann Thompson and her pony P ° 
66 A FTER one year’s experience with the workings 
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penses in the way of advertising and getting started 


generally, we are well pleased with results. Our stock 
today is as clean and fresh as the opening stock we 
started with, thanks to the methods you have helped us 
apply. 

“In the light of what we have experienced this past 
year, it is difficult for us to understand why so many 
independent retailers continue the practice of buying 
from many sources when an arrangement such as the 
Brown Plan of Retailing is so obviously a practical 
guarantee of success.” . 

The Brown Plan of Retailing, which Thompson 
and Finley after a full year’s experience with it, con- 
sider a practical guarantee of success, has been in oper- 
ation for many years. The plan makes it possible to 
apply to the independent retail store the most scientific 
principles of retailing. 

This is accomplished through a highly developed de- 
partment of retailing specialists maintained by Brown 
Shoe Company for the purpose of supplementing the 
independent retailer’s personal efforts. Through the 
guidance and direction of this department, the Brown 
Plan retailer operates along proven, tested lines. To 
his business is applied the best in store arrangement, 
stock-keeping and stock control, accounting records, re- 
tail selling methods, advertising, window display, sales 
Promotion, and all the other highly technical details of 
Scientific retailing that it is practically impossible for 
any one man to master and apply. 
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Retailers with whom this 
arrangement is made pay 
nothing for the service. 
They do, however, concen- 
trate 100% on Brown Shoes 
since only by so doing can 
conflict of interests be elim- 
inated to make room for 
whole-hearted cooperation. 

The fact that the several 
hundred retailers now oper- 
ating the plan are as a class 
the most successful shoe 
retailers in America is 
sufficient proof that the 
Brown line contains every- 
thing that can be sold at a 
profit. 


Interested retailers of 
good personal character and 
ability plus sufficient avail- 
able capital to finance their 
business are _ invited to 
write us or ask the Brown 
Shoe salesman. 


Mrwaniw Dae Bowngasng 


Manufacturers St. Louis 


The Finleys enjoying a day at 
Shiloh National Pari: 


SHOES FOR EVERYBODY FOR EVERY OCCASION 
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CUSTOMER 














BETWEEN YOU AND 


Atte ses Lhe best shoe salesman «2: » 2 


high - pressure 
salesmanship in the 


m . 7) : ; 
—_ a. we comfortable shoe” iso sea ati 


sales line as_ these 


shoes do. In plain shoe talk it goes something like this: 
‘How do your feet feel now, after a hard day’s 
work? Fine, don’t they—at least you haven’t 
even thought of chucking us for slippers. 
‘Look us over! You’d never suspect that we 
were almost a year old, would you? 


no wrinkles—still have our 
youthful figures. Now, listen! 
We can’t last forever, of course, 
but when ‘you’re ready for an- 
other pair don’t go experiment- 
ing! Right back to the old store 
to be sure of style and comfort.’ 


“And, believe me, I do go back! 
I treat my feet right. They have 
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ARMSTRONG 


Specialties Division 
Lancaster, Pa. 
Boston, Mass........ 197 South St. 
Milwaukee, Wis.811 Majestic Bldg. 
Cincinnati, Ohio....1017 Broadway 
St. Louis, Mo....204 S. Third St. 
IED. .0-0:0:0:0:00005009% 11 Brant St. 
Mientretl., .cccces 1001 McGill Bldg. 














many years yet— 
should I jam 


shoes? Let the 
who _ doesn’t 


about his feet do the ‘grin-and-bear it’ act.” 


Real foot comfort means shoes that need 
“breaking in”... 
by Armstrong’s Cork Box Toes and Counters. 1] 
No bulges, flexible toes and counters yield easily to every {i 
tneir 


shoes that are comfort-ins 


movement, yet never lose 
shape. They hold every shoe 
right in place until the shoes 
taken their last step. 


Let us send you a list of pr 
nent shoe manufacturers who 
ture Armstrong Cork-Comfc 


good 


why 


them 
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You can’t go wrong in offering 


customers foot-friendly shoes 














ARMSTRONGS CORK 
BOX TOES and COUNTERS 
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CORINNE 


A One Strap Buckle illustrated in brown kid 
with a liz — calf trim and enamel ornament. 
Carries a 17%4/8 heel. Available in all popular 


leathers. 








ORRECT style is the product of the current mode while 
quality shoemaking is a generation-old ideal in the Dutten- 
hofer factory. Thus Stanley Duttenhofer “styles” change 
with the winds of fashion, but the shoemaking remains 
steadfastly the same in fine quality season after season. 
These two facts set up the Stanley Duttenhofer line as truly 
salable to the last pair. 


The STANLEY DUTTENHOFER SHOE CO. 
CENTRAL PARKWAY CINCINNATI, OHIO 


‘SAITABLE TO THE LAST PAIR! 
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PONTT PEI 


IN STOCK now in? 
Quality thruout. Thy 
troubled fed’ 
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There is a nicety of detailing that characterizes the work of artisans whose house has 
been noted for good shoemaking over a long period of years. You are assured of this 
in PONTI-PEDS. Also, in the unseen as well as the visible parts, you are assured 
of the finest materials that can be put into shoes to retail at $6.50 to $7.50. And the 
arch feature of PONTI-PEDS has no superior. These points, in connection 
with dependable IN-STOCK service, modest prices and liberal discounts, make 
44 - . No. | 
PONTI-PEDS your one best bet in women’s arch support welts. Blac 
Lat 
Top 
. No. 
Write for IN-STOCK catalog. Ket 
No. 
deri 
AAA 
AA 
. A 
> ee $5.00 re $4.50 
Brown Suede One Strap. Rajah Ap- Medium Dark Brown k Ey 
plique. Arch Support. Combina- let Tie. Arch Support — 
tion Last. 14/8 Wood Heel. Last jah Tongue and Under ( 
138 bination Last 14/8 L Heel 
Uskide Top. Last 12! 
No. 2024—Same in Black re No. 2026—Same in Black i $4.35 
No. 2025—Same in Black Patent, lira ‘ 
! $4.50 
AAA 5%—9 ‘ a ‘ 
AA 5%—9 \ 10 
A5 —9 I 10 T 
B 4%—9 10 
c4 —9 
rh om A I CK 
IN STOCK 
Boo 
com 
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. mart tailored styles. 
In 1 
T and comfort 


a 6.80 to $7.50 retailers. 
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TR hat Occ nese ees euaeeneneesoens 
Black Kid. 3-Eyelet Tie. Arch Support. Black 
Patent Tip and Quarter. Combination Last. 


14/8 Leather Heel, Rubber Top. Last 124. 
50c extra for sizes 9% and 10. 


AAA 5%— 9 d 
Send AA 5%— 9 C3 

A 4%—10 D2 
Your 

No. 2211 

Same in Medium Dark 
Order ——: eee $4.50 


IN STOCK 


usc hash today 
1 of this 





assured 
und the 
nection ‘ 
Write 
, make for 
Be BR ke dvcccvceccccnrves $4.25 > 
Black Patent Leather. One Strap. i 
Side Buckle. Black Suede Under- IN STOCK 
pe Arch — - oe 
st. 14/8 ather eel. Iskide 
Top Lift. Last 138. Catalog 
No. 2075—Same in Black Kid wlth 
Kaffor Kid Underlay........... $4.25 
Ne. 2431—Same in Medium Dark 
Brown Kid with Brown Suede Un- 
DD scinedusetedeenetenitbews $4.50 
AAA 5%—9 B 4%—9 
AA 5%—9 c4 
A 5 —9 D4 
$4.50 — 
* bs IN STOCK 
{ > 
Heel 
ack $4.5 
AA 
AA 





1s st00 PONTIAC, MICHIGAN 
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-: | The PONTIAC SHOE MEG. CO. 





4% 10 Days 


i 
: 3% 30 Days 


No. Wi610...... paeeen wees $5.00 
Black Suede. Colonial Arch Support Pump. Com- 
bination Last 16/8 Spanish Wood Heel Last 
139 
No. WI810 
Same in Black Patent - ‘ $4.75 
No. W2210 
$5.00 
B 4%—9 
c4—9 





No. 2278...--. oeseeeeoses rey 
Royal Brown Kid Cutout Tie Arch Support 
Combination Last 14/8 Leather Heel, Uskide 


Toplift. Last 124 
No. 1678—Same in Black Kid.. $4.25 
No. 1878—Same in Black Patent $4.25 
AAA, 5%-9; AA, 5%-9; A, 5-10; B, 4%-10; 
C, 4-10; D, 4-10 
50c. extra for sizes 9% and 10 
IN STOCK 
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MANY TYPES BUILT BY KAWNEER 


EARLY FALL 


—with mornings chill and sharp—the incessant chirp 

of crickets—trees changing hue— Canadian geese 

headed south. Everywhere students returning to 

their studies—football in full swing—all betokening 
the rapid approach of Christmas. 


NO BETTER TIME TO PREPARE 
FOR THE = HOLIDAY RUSH 
eesti 


—no better way than ty installing a new Kawneer 
Store Front, one that will suit your business and 
sell your merchandise. 


DON'T DELAY. Send for FREE Booklet, 
“Modern Store Fronts for Better Display.” 


Kawneer 


STORE FRONTS 


CONSULT AN ARCHITECT THE SERVICE 


t 
' 
- 
i 
4 
a 
ff 
' 
t 
' 
- | 
if 
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lhe Vehicle that 


= carcies You to 


Concentrate 


~ 


~ fg 


Your 
Buying 


with one dependable source of supply, thereby giving 
the manufacturer the necessary incentive to extend 
full cooperation, and a special service. 


Central Shoe Company has a tried and proven plan 
of retailer-manufacturer cooperation which gives the 
independent retailer advantages otherwise enjoyed 
only by chains. 


You can’t have too much knowledge of this subject. 
Write for full particulars, or ask our salesman. 


CanTRAL, SHO 


st. Lous, MANUFACTURERS. U.S.A. 
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A NEW FALL NOVELTY 





GWEN 
Patent, Black lizard trim, $2.15; Kaffor 
Kid, Black lizard trim, $2.15; Brown 
Ooze Calf, Brown lizard trim, 2.25 ; 
Black Ooze Calf, Black lizard trim, $2.25; 
Black Lizard, ae Kid trim (as il- 
lustrated), $2.15; Brown Lizard. Brown 
K trim, $2.15; Standards Nautical 
Blue Kid, Blue lizard trim, $2.15; 
Brown Kid. Brown lizard trim, $2.15. 


Carried in 14/8 Cuban and Baby Heels 
Sizes 3 to 8—C Wide—Long Vamps 
White Sheep Lined 


B. FRIEDMAN SHOE CO., Inc. 


108 READE STREET ESTABLISHED 1880 


iN. 





SPECIALISTS IN $3.00, $4.00 AND $5.00 
RETAILERS 


5ese—Ttosk Snake trimmed with mat 
; rown Suede, Brown 040— Ss i . ith Kaf- 
trimmed; Black suede. Black 2 . ners ne ecg i ot 
trimmed; Patent, mat kid i od; for kid; also in Brown Snake trimmec 
Brown ‘snake, Marron kid trimmed; with Brown Kid. High and Cuban heels 
_ and Baby Spanish Heels. All C on each. All C Wide 


BLEECKER SHOE CO., Inc.  '°*-{43. DUANE 


HEINEW 


WN 


ulllnt Re 


Possibilities 


MONG the establishments in the New \; 
oA cme one that has been unusually succ 

merchandising women's novelties is Dr 
Rosenberg of 131 Duane Street. 


@ Mr. Max ] 
the active nv 
this concern 
New York ( 
twenty-five \ 
and started t 
a retail sho 
an office boy 


g Due to 
scientious efi 
the keen int 
displayed in 
tailing of shu 
surprisingly 
time he was pr 
to a_ sales 
Shortly after 
MAX J. DRYZER became a sales 
‘ one of the lar 
partment Stores, and later was advanced to mana 
buyer of their shoe department. 














DUANE INTRODUCES A NEW 
OUTSTANDING OXFORD 
PALADORA 


900—Brown Suede with Lizard and 
Brown Kid Trim, 20/8 Spike Heel. .$4.00 


90!—Same in Brown Suede, 15/8 Baby 
Louis Heel $4.00 


902—Same in Black Suede, 
Heel 


903—Same in Black Suede, 15/8 Baby 
Louis Heel $4.00 


Sizes 3 to ®-A-B-C Widths. 


“A GOOD LINE DE SERVES 
POPULARITY’ 


“Dua ee Sergey, 


143 DUANE STREET 


STOCKS NOW COMPLETE WITH NEW 
STYLES ARRIVING DAILY 


UMEROUS requests have come 
ga by us from _ subscribers to 
the Boot & Shoe Recorder for sam- 
ple pairs. It is gratifying to note 
the number of orders we have re- 
ceived from these concerns—reaffirm- 
ing our belief that we have one of 
the greatest lines of $2.95 retailers 
in America. 

We will be glad to submit sample 
pairs to any progressive merchant. 


Sold only in 18 and 36 pair lots 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 





HERE IS A HOT NUMBER! 


A new Billie Tie carried in the following combinations: 
5332—Patent, 22/8 Spike Heel a 
5333—Same, with 15/8 Cuban Heel PRICE 
5334—Kaffor Kid, 22/8 Spike Heel 
3 $ 3.00 
36—New Brown Kid, 22/8 Spike = 
$37——Same, with 15/8 Cuban Heei 


53 35—Same, with 15/8 Cuban Heel 

5 

5 38—Black Suede, 22/8 Spike Heel Dozen 
+4 

5: 

















39—Same, with 15/8 Cuban Heel 
40—Brown Suede, 22/8 Spike Heel 
341—Same, with 15/8 Cuban Heel 


All the above with balloon toes, C wide. 


co 











159 DUANE STREET 





SNAPPY KEYSTONE WELTS 


Entirely of Solid Leather 
Center Buckle Pattern 
IN STOCK 


1783 Patent Leather, Black Calf Trim ate 
1782 Patent Leather, ac 
1785 Java Lizard, Java Trim. 1784 Java Lizard, Java Trim 
10/8 Heels; B-C-D; 8% to 11; C-D-E 
11% to 2; B-C-D-E 
2% to 6; B-C-D-E 
CONCORD SHOE CO., Inc. 


116 DUANE STREET, N. Y 
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Novelties Offer Great 
Maz J. Dryzer Says. 


er ten years in this field, where he displayed a natural 
, one to foresee the consumer demand for novelty footwear, 
Mr. Dryzer organized the firm of Dryzer and Rosenberg and 
to the wholesale jobbing of shoes. As a result of 
a very careful study of the needs of merchants throughout 
the country, they decided to specialize in the sale of popular 
price: adies’ novelties. It is interesting to note that this 
business has grown from a volume of $2,000, the amount of 
sales during the first month they were established, to con- 
sideral'ly over one million dollars, for the year 1928. 


went 


@ Mr. Dryzer having an intimate knowledge of that branch 
of the shoe industry relating to the selling of ladies’ foot- 
wear, recently said: 


g “\\c have found that there is a decided increase in the de- 
mand for this type shoe today, and that a merchant who 
understands the needs of his locality, and uses sound mer- 
chandising policies in catering to them, by constantly dis- 
playing new styles, is able to develop a very successful 
business 


Q“We have always been glad to be in a position to assist 
merchants in the selection of their shoes, and to show them 
the profit-making possibilities of this grade of shoe, which, 
with proper sales promotion, has developed so many suc- 
cessful shoe stores.” 


“Cushions of Comfort 
for Tired Feet” 


DREAMPRELL'S 


HEALTH ““c3""" SHOE 














1606—Women's Patent Leather Center Buckle, Welt, 
Long Counter, Cuban Rubber Heel. Widths B to E.... 

1607—Same as above in Black hs 3 

1608—Same as above in Tan K 

1208—Same as above in EEE With; Black Kid 

1210—Same as above in EEE Width, Patent Leather 


POWELL & CAMPBELL > 


122 DUANE STREET Established 1879 


lhl wlll 


YORK MAR 


™ r peblinnnt]peomactiy 
[" (3 


slat c pit 


hull 


MULES WITH A KICK 


Hand made Paris slipper 
of exquisite brocade with 
clipped ostrich pom-pom. 

Style 696. 


GOLO SLIPPER COMPANY 


129 DUANE STREET 





BUCKLE STEP-IN 
IMPORTED FRENCH STEEL BUCKLE 


PATENT 


716—20/8 Spike 717-—15/8 Junior 


BLACK KAFFOR KID 

718—20/8 Spike 719—15/8 Junior 
BLACK SATIN 

720—20/8 Spike 721—15/8 Junior 
BLACK CALF SUEDE 
722—20/8 Spike 23 
BROWN CALF SUEDE 

BRONZE BUCKLE 
724—20/8 Spike 725—15 Junior 


E 
7 15/8 Junior 


J. WEISS SHOE Co., hs 


137 DUANE STREET 





CLASSIC FOOTWEAR AT 
LOWER PRICES 


No. 1026—TIatent Leather with Kaffee No. 4265—Patent with Lizard and 
Kid Trim Same in Brown Kid; Also Gunmetal Patent Trim Same in 
in Patent Leather with Gunmetal Pat- Brown Kid Kaffee Kid Black and 
ent Leather striping Brown Suede trimmings to match 
French Corded-—High, Baby and Cuban Heels 
THE ABOVE SHOES WILL COMMAND HIGHER PRICES 


LEVEY BROTHERS SHOE CoO. '%,2vane 





IN STOCK IMMEDIATE DELIVERY 
DR. REEN SCHOOL SHOES—WELTS 
SIZES 5 to 8....$1.90 
SIZES 8, to 12... .$2.25 
ARRIED in Tan 
Calf, Patent and 

Gunmetal Blucher. 


Also in Tan Calf 
Moccasin Blucher. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 
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PRESENTING OUR LATEST CENTER 
BUCKLE IN A HIGH GRADE TURN 


6054—Patent Center Buckle, Kaffor Kid Trim, /N STOCK 
Modified Toe, 19/8 Spanish Heel, AA—C, $1.60 

6055—Same with 15/8 Spanish Heel, AA—-D.$1.6) 

6056— Black Imitation Lizard, Kaffor Kid Trim, 
Modified Toe, 15/8 Spanish Heel 
AA—D ... . $4.60 


6057--Brown Kid, Brown Fox Calf Trim, Modi- 
fied Toe, 15/8 Spanish Heel. AA—D $4.75 

6058—Same with 19/8 Spanish Heel 
AA—C : —_ $4.75 

6059—Kaffor Kid, Center Buckle, Black 
Lizard Trim, Modified Toe, 15/8 Span- 
ish Heel, AA—D $4. 


AK S@SHOE CORT 
\44 DUA ry ITSNE wisi” YORK 














Canvas 


UMMER camps close. Vaca- 
tion ends. But Hood Canvas 
Shoes continue to sell. The big 
Indoor Sport Season is just open- 
ing—school gym work, basket 
ball, indoor baseball, running, 
jumping, wrestling, track meets. 


Live Hood dealers display 
Hood gym specials in their 
windows at the opening of 
school and all during the 
winter. And sell them. Boys 
buy “The Greyhound” and 
“The Whippet”; girls buy the 
“Co-ed” and “The Gymshu.” 


\ 
‘ 
SIOES 


THE WHIPPET 
“A great gym shoe” 


Long-wearing duck upper. 
Heavy buffed Smokrepe out- 
sole. Hygeen insole. Sponge 
eushion heel. An athletic- 
built shoe for real athletes. 


MAKE HOOD CANVAS SHOE PROFITS ALL 


HOOD RUBBER COMPANY 
Watertown, Massachusetts 


Look for the Hood Arrow 


sell all 


winter... 


ET Your Share of Winter 

Profits. It is easy to sll 
Hood Canvas during the fall ani 
winter. Here’s how:— Keep a 
display of the popular priced 
indoor sport numbers in your 
window and store. Get in touch 
with local school athletic direc- 
tors. Send out special letters to 
school boys and girls. Support 
local school athletics. Get ac- 
quainted with all your 14 to 21 
year old customers. Get them 
into your store to buy Hood 
Canvas Shoes and they will 
buy your leather shoes as well. 


YEAR ’ROUND 


HOOD MAKES - CANVAS SHOES - RUBBER FOOTWEAR - TIRES - RUBBER SOLES AND HEELS - RUBBER FLOOR TIL! \ ‘> 
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A 
feature 
line of 

smartly styled 
women’s welts 
retailing 
from 


NINE REASONS WHY 


nter ONE 
A shoe that fits more feet correctly than any other shoe. 
sell Two 
, | Air-O-Heel Rest—An inbuilt shock absorber. This exclusive 
ait comfort feature is immediately appreciated by the wearer. 
p ‘a THREE 
: Air-O-Pedic Snug-fitting Arch—holding instep so _ that 
iced bones, ligaments and muscles function properly. 
i - FOUR 
FOU Support for the Metatarsal Arch—innersole is formed 
ax h at the ball to the natural contours of the foot. 
| FIVE 
rec: Unusual room for the Cuboid Bone—insuring 
perfect balance between ball and heel tread. 
‘s to SIX 
“t Ankle Hugging Patterns—non-gaping at the 
por sides—non-slipping at the heel. 
- ace SEVEN 
Specially Constructed Steel Shanks— 
» 21 (tested to 300 pounds). 
| . EIGHT 
nem Non-Binding Vamp and Throat Line. 
ood NINE 
Z Goodyear Welts—Smartly Styled to 
Wi ll fully meet today’s demand for com- 


fort and fashionable appearance. 


tHE 
Re | 
wiptHs \ AIR-0-PE SIZES 


AAA to EEE 2% to 10 


vell. 


TATA INIT TTT 


AIR-O-PEDIC SHOE COMPANY 


MANUFACTURERS 


612 ATLANTIC AVE., BOSTON, MASS. 


—_—_— 


WALK ON AIR IN AIR-O-PEDICS 


— wus 
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With this Arch Fitter Dr. 
Scholl’s Corrective Foot Appli- 
ances may be adjusted in a mo- 
ment for an exact fit or to 
increase the elevation as the 
condition of the foot improves. 
Repeating this service over a 
course of several weeks firmly 
cements the customer to the store. 


AD FEET ruin good shoes. That means “grief” for 
you. This condition is growing daily more preva- 
lent. People are restlessly dragging their troubled feet 


from one store to another seeking peace where there is 
no peace. 

They won’t seek professional service, believing that 
bad shoes are the cause of their foot troubles and that 
good shoes will end them. So it is clear that you, to hold 
their trade, must point out to them the nature of their 
arch weakness and provide the means of correction. 

But remember what correction is— true supporting 
of the arch to its proper position. This can only be done 
gradually. It can only be done by accurately fitting 
the proper appliance to the foot and by following up 
improvement with higher adjustments of the appliance 
as the condition of the foot improves. 


This, of course, is beyond the scope of any shoe. 
Hence there is no such thing as a corrective shoe. 


The one safe course for the shoe dealer is to sell shoes 
that don’t purport to be anything but shoes and to [it 


Easing a fallen arch Raisingthe appliance a 
and halting its further om trifle after a few weeks 


drop with a Dr. Scholl as condition of foot im- 
appliance oo = proves 
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each weak foot with an adjustable appli- 
ance with which the arch can be raised a 
littleatatimeuntil correctionis completed. 
In fairness to your customers, your mer- 
chandise and your prestige, employ this 
Dr. Scholl method of foot correction. 
Our Educational Department will teach 
your salespeople to fit and adjust Dr. 
Scholl’s Corrective Foot Appliances. 
After this simplified instruction they will 
be able to ascertain quickly the nature, 
location and extent of foot weakness and 
effect prompt relief plusultimatecorrection. 
Valuable contact with the trade is 
maintained by having the customers 


comein from time to time for adjustments 
of appliances, which takes buta moment 
of the salesperson’s time. 


Rendering this service does not entaila 
larger investment in stock, as onlya small 
investment is needed to permit of carry- 
ing enough Dr. Scholl’s Corrective Foot 
Appliances to meet all requirements—be- 
sides which the turnover on appliances is 
much faster and the profit much greater. 


THE SCHOLL MFG. CoO., Inc. 


Largest Makers of Foot Appliances in the World 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 


Granville Square, London, E. C. 


112 Adelaide St., East, Toronto 


Branches in the leading cities of the world 


Dr Scholls 


Corrective Foot Appliances 


Raising the appliance 

still higher as condition 

of foot further im- 
proves 


a, 
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Arch fully restored to 
its normal contour on 


fourth adjustment of 
appliance 


eee, 








tShoe Huckle House 


known for exceptionally 


OW pr Lces 


WMA 
—f, 





NEVER 
Cut Steel BEFORE ¢ 


Rhinestone 


In the history of shoe orna- 
Beaded 


mentation have prices been 
Specializing in Cut Steel Buckles we offer to you a lower than the present prices 
great opportunity to procure the latest and smartest of MAISON MANN, INC., 
styles, the highest quality and the best of workman- 
ship at a price that is lower than you have ever paid. 
Send for samples—We will gladly mail them to you 
for your inspection. 


in spite of a tremendous pos- 
sible increase in tariff, which 
will most likely go into effect. 














IMPORTERS OF OUTSFANDING STYLES 


SHOES and 
SHELL-FIRE 


We all remember-too vividly perhaps — what shell- 
fire means, You place your guns. You aim. You 
load . . . And then things move. Quickly! 
There's an-aim being taken now that’s going to make 
_ things movecin the boot trade: a campaign to tell 
America the story of Lotus shoes. The shells — high- 
explosive advertisements. And the aim — deadly- 
accurate! Lotus advertisements —.in pages such as 
those of “Vanity Fair” and the “New Yorker” — mean 
SEND S shots striking home, every shot plumb on the target! 
THIS © zy And when the barrage begins will you be there? 
To Lotus Shoes Inc. Pushing forward behind it? — when people ask 


130 West 42nd Street, New York City, N.Y. about Lotus Shoes — supplying them? 
Kindly send me particulars of your styles, prices and 


——___. SPAS 
_ SHOES 


LOTUS SHOES FOR MEN ARE MADE IN NORTHAMPTON, ENGLAND 


——— —_ 

















— —k 
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Here WeAre! 


ELAM 
Shoes for MP() Infants! 


REG.U.S.PAT.OFF, 


SOLES 


You have waited patiently—for nearly a year 
—for ELAM COMPO SHOES FOR INFANTS— 
and they are now PERFECTED—and READY 
for your ORDERS. 


Over Ten Months of patient work in order to No. 7027. Champagne kid. 
L , 


No. 7015. Champagne kid. izard trim. 


Red kid trim. perfect for Infants’ shoes that have long since 
been accepted for women and men as the most 
comfortable, graceful and flexible shoe ever 
produced. 


Tackless! Stitchless! Threadless! Perfectly Smooth Soles! 


(Gm() Gene() 


REG.U.S. PAT. OFF. Pe. ee REG.U.S. PAT. OFF. 





The way they used And here’s the new 
to make a baby shoe. Elam-Compo way! 





and lumps in un- cer soles inside and out 
surface under No threads or metal 
the feet in all old- to hurt little feet 

way shoes. 


Seams, stitches, wax 4 ‘ae Absolutely S| 


even 








E ARE NOW PREPARED to show Buyers 

our samples of highly-styled, delightful 
and wonderfully flexible ELAM-COMPO Pumps, 
Oxfords and Boots for Infants. 


THESE AND MANY OTHER NEW 1930 
SPRING STYLES TO ORDER IN ALL 
FASHIONABLE MATERIALS AND 
LEATHERS. 


New Lasts! New Patterns! New Styles! 


No. 8000. Patent Blucher. SEND FOR SAMPLES a 
F. S. ELAM SHOE COMPANY, Ine. 


Manufacturers 
Rochester, N. Y. 
Samples on display Boston Office, 532 Statler Building. 
ELAM—always in the lead—the first to adopt the popular Compo Process for Infants. Compo method employs 
pneumatic pressure to shape and hold the sole in place during the drying of a Special du Pont Waterproof Py- 
roxylin Cement, with which the sole and upper are permanently held together. Prices are most attractive! 
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Character Built with Nine Major Features for 


Normal, Healthy Foot Growth 


| Solid leather _ counters, 
moulded to our own lasts, in- 
sure correct fitting qualities. 


2 Double fleeced inner linings 
on vamps and quarters help 


Chums to hold their shape. 


3 Steinbrecher Arch Support 
Shanks in the misses’, youths’ 


and growing girls’ sizes — correct 
support for the arch. 


Junior Chums 
Sizes 2-8 Widths C-D 


extend- 


The Complete Welt 
heel— 


ing all around the 
leaves no lasting tacks or nailed 
heels to injure the feet. 


5 Soft, genuine kid quarter lin- 
ings, lace stays and top bands. 


6 Flexible inner soles, insuring 
correct action to develop the 


foot muscles. 


Play Chums 


Sizes 5%-12 Widths B-C-D 


Ground cork filler for cushion 
resiliency. 
S Damp proof soles; double 
long wear, non-slipping, flex- 
ible. 
Foot Form Lasts, all combina- 
tion—two widths narrower at 
the heel than at the ball. 


College Chums 
Widths A-B-C 


Sizes 3-7 


The values are phenomenal—made possible only by 


Chums are so designed and so made as to embody all known features that contribute to the health and com- 


No. 370—IN STOCK 
Coffee Elk Blucher Oxford; 
shield tip; heavy oak sole. 
Also in black elk. B, C, 
D widths. 


Write 
for 
In-Stock 
Book 


fort of children’s feet and the satisfaction of parents. 
specialization in Complete Welt shoes for children. Write for IN-STOCK book. 


No. 2030 —IN STOCK 
Patent Leather Blucher. 


Also 


in stock in Calf and Elk Lea- 


thers. C and D only. 


’ ————— 
CEDAR GROVE 


WISCONSIN 
82 


Patent 
Blucher O 
spring or rub! 
Same in calf 
B, 6, D. 


CEDAR GROVE SHOE MFG. CO 
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| VE \ DRE \ ARCH REST The Pandora 
Black Kid ‘One Strap. Black ane 
= K * Strap and Trim. No. 59 Metatarsal 
Arch Rest Last, 14/8 Covered Heel. 


No. 87668 . ° $5.90 
Same as $7667, only ‘in Patent with 
Mat Kangola Strap and Trim. 15/8 
Cell Heel. 

SO EE ee . $6.25 
Same as S7667, only in "Chestnut 
Brown Kid, Bisque Kid Strap and 


These smart examples of the Trim, 14/8 Covered. Heel, 
new Drew Winter In-Stock 








The Lyoda 
Styles (and the many others not 


illustrated ) will keep fashion on 
foot and on hand for you. . . for 


. + See ee ee $5 90 
there’ll be no delay In shipment. ond Sati ‘Kia’ 3 bye ine Black 
Patches, and Cut-outs. No, 59 Meta- 


tarsal Arch Rest Last, 14/8 Covered 


Our super-service sets a record Heels som 
gg — in ‘Chestnut Brown ‘Kia 


. 90) per cent of orders filled a Trim and Almora 





the very day they are received! 


THE IRVING DREW COMPANY 
PORTSMOUTH, OHIO Bick tl nein, “nin a8 


Tongue and Inlays. Cut-out. 5g 
Metatarsal Arch Rest Last, 14/8 
leather Goodyear Heel. 

No. 87696... . $6.25 
Same as No. $7695, only in Che -stnut 
Brown Kid with Spanish Brown 
Lizard Trim. 





The Starling ; The Freena SS ~ \ The Lanora 


No. 87483... ° e $5.( 00 


‘ Black Kid 3 Eye Tie, Patent Tongue 

No. 87558 o + «3 oe No. 87597 . 7 and Inlays. No. 57 Metatarsal Arch 

Black Kid One Strap. Cut-out. No. Black Kangola One ‘Strap, Black Kid Rest Last, 14/8 Leather Heel, Good- 
57 Metatarsal Last, 14/8 Leather Vamp. Cut-out. No. 57 Metatarsal year Top. 

Goodyear Heel. Last, 14/8 Leather Goodyear Heel. No. 87484... / . . $5.25 

Madrid Brown Kid 3 Eye’ Tie, Gum- 


No. 87559 No. 87598 . $5.90 . nae 
i aes 2 wood Calf Tongue and Inlays. No. 57 

Same, only in Patent. Same, only in Chestnut Brown Kid. Metatarsal Arch Rest Last, 14/8 

Leather Heel, Goodyear Top. 











The Pickford 


. 313 
TOCK 
Leather 
yx ford 
bher heel 
Elk 


No. 87449. . es ov. 
Black Kid 4 Bye Tie, No. 57 Meta No. 87658 3 
tarsal Arch Rest Last, 14/8 Leather Black Satin Kid 3-Eye Tie, Black 
Heel with Goodyear Top. Lizard Tongue. No. 50 Metatarsal 
No. 87450 $5.00 Arch Rest Last, 14/8 Covered Heel. 
No. 87659 $6.35 
Same, only in Chestnut Brown Kid 
with Bisque Lizard Tongue. 
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** Braeburn” 


Heywood’s 


A REAL GOLF OXFORD 


No. 82 Boarded Tan Calf Rubber Sole, AA 8-12, 
A 7%-12, B 7-12, CD 5-12, E 6-12........$6.10 
No. 88 Boarded Tan Calf Leather Sole Spikes 
AA 8-12, A 714-12, B 7-12, CD 5-12, E 6-12 $6.35 


HEYwoop Boot & SHOE Co. 


MANUFACTURERS OF MENS FINE SHOES 


WORCESTER, Mass.VS.A. 





4 Heywood Oxfords on 
the Leeds Last 


IN STOCK 


For Immediate 
Delivery 


No. 80 Tan Calf .. 

No. 81 Black Calf 

No. 95 Imp. Tan Scotch, Spartan Sole... . $6.50 
No. 96 Imp. Blk. Holland, Spartan Sole $6.50 


HEywoop Boor & SHOE Co. 


MANUFACTURERS OF MENS Fine SHOES 
WorRCESTER,Mass.VS.A. 

















Warner Spats 


American Made 
for 
American Trade 


WARNER SPATS FIT 
On this most essential fea- 
ture, absolutely depends the 
amount of your sales on 
spats, and the good you de- 
rive from advertisement through satisfied customers. 


THIS IS JUST COMMON SENSE 
To this Premier Quality—FIT—we have added other neces- 
sary features: 
GOOD MATERIALS in the POPULAR COLORS, 
TANS, GRAYS, FAWNS and the 
BEST OF WORKMANSHIP 


Completing a spat that is attractive and satisfying in all 
features to the consumer. 
Adding to the above 


SERVICE UP TO THE MINUTE 


Our Range of prices from $10.50 to $30.00 per dozen, makes 
WARNER SPATS Doubly Attractive. 
Catalog, Prices and Samples mailed promptly on request. 


THE W. W. WARNER MFG. CO. 


217 E. Eighth Street Cincinnati, Ohio 


Successors te THE BROWN WARNER MFG. CO., formerly of 
FRANKLIN, OHIO 

















* MANUFACTURERS’ OWN STOCK. 
BUY DIRECT FROM MAKERS. 
NO JOBBERS. NO MIDDLEMEN. 
GENTS.—B. C. D. Widths LADIES.—A. B.C. D bey } 
Tan and Black - ¢ 12.25 Tan and Black - a 
Tan Field Roots ° 312.75 Tan and Black 
‘lan Jodhpurs - - 8 0O Jodhpurs - 7.7 


>< eee RIDING BOOTS. 
dth - + 9.75 and 11.00 


MANFIELD & SONS 


1629 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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The numbers 
shown here are 
made in our own 
factory—are well 


874 Patent Leather Irene Gore Step-in 

2 Prado Brown = Seseene Custer constructed and — -— = 20/8 full LY ~, 

= Foie nccilaesatlitctes ron.es S d 876 same as above Dull Kid inlaid with 
made on tan af Patent Leather 


850 same as above all patent leather 878 same as above in Brown Kid inlaid 
with Brown Suede 


. . 
—“- - in patent leather 14/8 cuban ard lasts assuring 875 same style Patent Leather, 14/8 


cuban heel 
877 same style Dull Kid, 14/8 cuban 
hee 


perfect fitting. 879 a. style Brown Kid, 14/8 cuban 


eel 


853 same in Brown Kid 14/8 cuban heel 





IN STOCK 


DO NOT DELAY. 
Vagabond ORDER THESE 
WONDERFUL 
VALUES 
TODAY! 


861 Prado brown kid Talkie Tie inlaid 
with brown suede, 14/8 cuban heel, 


859 same style in dull kid inlaid with 
patent leather 
857 same style in patent leather inlaid 
with black suede 
. 3 863 same style in all black satin 
867 Patent Leather Vagabond Side Tie 860 same style brown kid, 20/8 full Louis 


inlaid with Black Suede, 14/8 cuba SIZE RANGE heel 


heel, B and C width $2.85 858 same style in dull kid, 20/8 full Louis 


‘ er ‘ ee 
869 baer -— = Dull Kid inlaid with B 3, to 8 856 same style in patent leather, 20/8 
atent ather full Louis heel 


871 same style in Brown Kid inlaid with 862 same style in all black satin, 20/8 
Brown Suede C 3 to 9 full Louis heel 


National Specialty Shoe(. 


(NASSCO WONDERFUL SHOES ) 
1320 Washington Ave Saint Louis, Mo. 
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Smart-Tailored -Spats 


EL EE EMEC ALE 
TEED SANE 
— AT A PE i 
ONE OR MORE DOZEN 


Shipped on Approval 
for Your Inspection 


COLORS: 
GREY 
DARK GREY 
LIGHT FAWN 
MEDIUM FAWN 


DIRECT TO YOUR SIZES 5-12 
SHOE FACTORY 


| | | | BUCKLES | | | | No. 100—29 oz. domestic cloth, all leather facings, plain 


AND tops, travenetted. Per dozen...... $16.50 
No. 101—29 oz. domestic cloth, with web facings, 


O R N A M ENTS cravenetted. Per dozen $14.50 


FOR No. 102—26 oz. all wool material, feels and looks like 
42 oz. cloth. Per dozen $11.50 


L A D | E S F O O T W E A R No. 200—34 oz. cravenetted cloth, leather French piping 























on top, all leather facings. Per dozen... $18.50 

IN ALL SHAPES No. aa 2 +. ~~ box cloth, “ wwe facings, 
eather French piping on top, labeled Imported 

FIN ISHES English. Per dozen airs $22.50 
AND No. 202—42-44 oz. best made domestic box cloth, crav 
DESIGNS enetted, leather French piping on top, all leather 


facings. Per dozen... rape $21.00 


we You can make a greater profit on Gold Seal 

Spats. All domestic cloth that we use and 
is used by the best concerns is 
MANUFACTURED made by the American Wool- 
en Company, and the only 
difference between better and 


BY | 
BRIER a 
(which cannot be misrepre- 


sented). In addition, we use 


MANUFACTURING = tent Gah bo 


COMPANY cloth which is labeled ‘Im- 
ported, English.” The cloths 
PROVIDENCE, R. I. are Cravenetted materials 


which make them spot and 
a waterproof. 


~~ | An Attractive Sy When ordering samples 

_ | Buckle ae on approval, please specify 

1 I d si re- 

NW, Adds Smartness EE” amd cost ang size prt 

eee to an rama 
ees ecm 


—" GOLD SEAL SLIPPER CO. 


536 BROADWAY NEW YORK 
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AN IN-STOCK PUMP SERVICE— 


PUMPS AND BOW PUMPS ARE AGAIN IN DEMAND. 
BLACK LEATHERS ARE INCREASING IN POPULARITY. 
THIS AD IS A TIMELY REMINDER THAT OUR IN-STOCK 
SERVICE IS READY TO FILL MAIL ORDERS INSTANTLY FOR 
SHOES OF CHARACTER THAT APPEAL TO USERS OF 
HIGH-CLASS FOOTWEAR. 


The “Classic” Pump The “Classic” Pump 


Made Over Our Now Famous No. 100 Last With Bow Edged in Silver 


B2000—Biack Patent, 14/8 Box Heel, . 

White Kid Lined, $3.90. } B2020—Black Patent, Patent Bow, 14/8 
B2002—Black ‘‘Kaffor-Kid,”’ 14/8 Box 4 > Box Heel, 84.15. 

Heel, Water Lily Kid Lined, $3.95. B2022-—Black ‘Kaffor’’—Kaf. Bow. Rox 
B2006—Black Satin, 14/8 Box Heel, White = Heel, 84.20. 

Kid Lined, $3.90. = B2026—Black Satin, Satin Bow, Box Heel 


ote. 


‘ ” o 
The “Anna” Operette LX The “Anna” Operette 


M . No. 5 vast, Spi 
fade Over Our Ne. 500 Lest pike Heel With Bow of Same Material and Ornament 


B2100—Black Patent 21/8 Spike Heel, B2120—Black Patent 21/8 Heel, Water 
Water Lily Kid Lined, $4.30. ; Lily Kid Lined, #4.55. 
B2102—Dull Black ‘‘Ruby’’ Kid, 21/8 B2122—Dull Black Ruby Kid, 21/8 Heel, 
Heel, Grey Kid Lined, $4.30. Grey Kid Lined, $4.55. 
B2106—Black Satin, 21/8 Spike Heel, B212G—Black Satin, 21/8 Heel, Grey Kid 

Grey Kid Lined, $4.30. Lined, $4.55. 


Terms on Stock Shoes 2% 10 Days, Net Cash 30 Days 
Sizes and Widths Constantly Carried for Immediate Shipment—AAA 5/8, AA 4/8, A 3/8, B 3/8, C 214/8. 


W. H. LAMPE SHOES CO. 


MANUFACTURERS ST. LOUIS 


DESIGNERS AND MAKERS OF WOMEN’S NOVELTY SHOES IN ORIGINAL 
PATTERNS BY SPECIAL FLEXIBLE McKAY PROCESS, MADE TO THE 
ORDER AND SPECIFICATION OF DEALERS IN “SMART” FOOTWEAR. 
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SPLIT RIVET 
oer Sie 
ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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Resitiency is as vital to the shank of the shoe as it 


is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 

The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





Ques 
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The Daytime Slipper 


GENUINE HAND TURNED 


IN STOCK 


$2.65 


A and C widths 5%, 30 Days 


2% to 9 


RED KID, BLACK KID, BLUE KID, PURPLE KID, BLACK SATIN, PATENT 





First quality upper stock, genuine leather counters, 
turn construction, extra fine, sturdy, natural finish 
leather soles, steel shank. , workers, with high colored backed satin. 


Made over combination lasts by skilled Italian turn 


LOOKS AND FITS LIKE DRESS SHOE WITH ORDER A SAMPLE PAIR TODAY 
BOUDOIR COMFORT 

















Sachs-Vigorith, Inc. 


Makers of Hand Turn Footwear 


1401 CENTRAL PARKWAY CINCINNATI, OHIO 








SPOTPRUF SPAT 


Rub them 
Clean! 














Sparton Spats 
Tans and Grays 
$18.00 


A Big Selling Feature per Dosen 


The man in the street now wears spats. 


These spot proof spats are twice as easy to sell as other spats but 
cost practically the same. 


Specialists Let this special feature build great goodwill for your store. 
for Sparton Spats are cleaned as easily as hands are washed. 


19 Yea 
7 was CHAS. F. CLARK, Inc. 4 
1403-1411 W. Congress St. Chicago 


Boot AND SHOE RECORDER . 
90 combining THE SHOE RETAILER, S¢ 





- 1929 
7, 13e 


f LATINUM the Beautiful, that 
once was prized exclusively for orna- 
ment, today serves scores of practical 
purposes, its beauty overshadowed by 
its durability, its value greatest where 
precision work is finest. In the same 
way, practical things are fast making 
their way into the realm of decora- 
tion. 


Ba suse EDE the Practical, orig- 
inally developed for its value to shoe 
construction, where its texture, vel- 
vety smoothness and strength are at 
a premium, is now finding favor with 
Fashion. It is rapidly becoming 
today’s modish material for golf bags, 
milady’s matching purse and belt, 
cigarette cases and attractive quality 
articles. A wonderful material — 
KEMISUEDE — both Practical and 
Beautiful! 


SHOE PRODUCTS DIVISION 


The Seiberling Rubber Company ... Akron, Ohio 


LADY’S PURSE AND BELT TO MATCH CIGARETTE CASE 





Tix present vogue of smart, colorful shoes for 


sport wear finds its ideal expression in Kemisuede. 


Either in the swagger modernistic colors and designs, 
which it takes so perfectly, or in the rich effects of the 
soft natural material itself, Kemisuede is the ultra 
and in both style and practicality. 


As the means of harmonizing shoes with ensemble 
costumes, Kemisuede provides exactly the matching 
effects in demand today. It is equally the source of 
those simple, effective solid-color contrasts that are 
always popular with women of discriminating taste. 


SU 1D 


THE IDEAL QUARTER LINING 
St nevet ch afed a stock ing! 
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= woman is never more exactingly fashion- 
able than in her choice of negligee. And her boudoir 
slippers today must be as colorfully captivating as her 
robe, pajamas or coolie coat. 


This boudoir slipper has both Kemisuede sole and 
Kemisuede upper. It illustrates the unlimited capac- 
ity of Kemisuede for colors and designs, its infinite 
variety for effects of all kinds in novelty footwear. 


The upturned sole of soft, durable Kemisuede sug- 
gests the qualities of easy comfort and long wear that 
are valued properties of Kemisuede. 
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; THE IDEAL QUARTER LINING 
St neves chafed a slo ching! 
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N OTE that quarter-lining! Velvety smooth to the 
touch—‘‘has never chafed a stocking’’—and glove-like 
in its soft, firm contour fit. Kemisuede! 


Besides being modern and good-looking, Kemisuede 
has the distinct advantage of an unusual wearing 
quality that makes it so much better than ordinary 
split leather . . and costs less besides. 


Kemisuede is superior to all other quarter-lining ma- 
terials because it is just the touch that makes the fine 
shoe finer . . It cuts without waste . . permits skilled 


craftsmanship . . wears longer . . is easily workable . . 
non-staining . . and non-chafing. 


SHOE PRODUCTS DIVISION 


The Seiberling Rubber Company ... Akron, Ohio 
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THE IDEAL QUARTER LINING 
St neveé chafed a slo ching! 
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FOR EVERY 
PAIR OF 


SHOE TREES 


INCREASE YOUR 
PERCENTACE OF 
GROSS PROFIT 


Here are the plain figures which 

SS ae a = prove how you may and should 
ked flat, making it 

ee make an extra profit upon every 

especially for travelers. pair of shoes in your store—for 

there is a Miller Shoe Tree for 


every grade of shoe. 


Have you a sufficiently wide 
variety of Miller Trees NOW to THERE 
sell in combination? 


IS A 
MILLER 
SHOE 
TREE 
FOR 
EVERY 
GRADE 


The Bete Tree, illus- Oo F 
trated, is so constructed 
that it is possible to ex- 
tend the tree, after it is 


in the shoe, by simply S H O E 


turning the handle. 








0.A. MILLER TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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SOMMER&| _ 

KAUFMANN ATS 

GRANT AVENUE | 
119 a 

















‘hans Upate 


oan) cone 


And her choice is extensive in style 
and color. Smartly dressy are these 
sports sandals with regulation leather 
soles . . . an imported woven sandal; 
also calf with cut-out, underlaid vamp. 







PafiOr oJ 

















Sommer & Kaufmann 


838 MARKET STREET 119 GRANT AVENUE 


















































Side: of Reducing 
... Why Not Ride? 


Tvs quite smart, it’s 
healthful, and it adds to 
one’s grace and poise. 
Sommer & Kaufmann 
carry at all times a most 
extensive selection of the 
best in riding footgear 
made in this country and 


CATALOG 
ot oll tootwear 
moiled 
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LACK 
SELLING 
DuNcH? 


PECIALIZED shoe store advertising 
S was brought to my attention about a 
year ago. Up until that time, | must 
frankly say, I had not noticed it. Now 
whether this was due to my interest in de- 
partment store and apparel shop advertis- 
ing or whether the shoe advertising was not 
attractive, I cannot say, but I am inclined 
to the latter belief. In following shive store 
advertising for over a period of a few 
months, I came to the conslusion that every- 
one was bitten by the same bug— the bug 
of what they called modernism. Everything 
in shoe advertising seemed to be “trick lay- 
outs,” hard-to-read copy, which usual) 
described a pair or two of shoes, witha 
price or no price at all. 
It seemed to me that the one aim of every 


advertiser was to get up the “trickiest,” 
most unusual layout, and the advertisement 
would be pronounced a “knock-owi',” unt! 
the next week when someone else woul 
produce one that left the first one in the 


shade for benday work and slithering lines 
—called modern. There was noi a thing 
in any of these advertisements th: tended 
to create a desire to follow thi. or that 
merchant’s advertising, to think 


f them 
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bY 
GEORGIE vvv 
vvv ASHFORD 


N this article Miss Ashford, 

who has had twelve years 
practical experience as advertis- 
ing director for a well known de- 
partn ‘nt store, voices a frank 
challenge as to the effectiveness 
of most of the advertising of re- 
tail shoe stores. 


Is she right? 


as real human beings full of warmth 
and geuialty, delighted to have you 
within their doors. The advertisements 
left one cold, indifferent—they were im- 
personal—lacked any real human inter- 






































Sommer @Kaufnann 


838 MARKET STREET 119 GRANT AVENUE 





Fashions as dictated 
by the Junior League 
at their tea, Monday 


AND 1s it not highly significant of 
the smartness of Sommer & Kauf- 
mann Shoes? These patrons have 
personally made selections here 
tor their Fashion Tea tomorrow at 
the Hotel Mark Hopkins. All shoe 
styles shown there will come 
from Sommer & Kaufmann’s, as 
do the smartest shoe styles in all 
wardrobes of the well-dressed 





Mrs. Carl Bachelder, (pictured cop) 
chooses this new tongue pump of Java Rung 
Lizard, superbly "marked, as one of her favorites. 
“Tis a shoe that may grace many occasions. 






Mass Sylvia Seymour (pictured center) 
selects, among others, this high-heeled French 
sandal, and it comes 1m several tri-color tones. 
also all white touched with capucine. 





Mass Katrine Breuner (pictured below) 
included this watersnake pump in several high 
colors, each with matching bag. It comes im 
blue, red, green, or suntan. 







Junior League Fashion Tea 
from 3 to 5 o'clock 












est appeal. 

Upon inquiry I found from sources 
most authentic that this was the kind and only kind 
of advertising for a successful specialty store to pursue 
—that any other kind of advertising would flavor a 
la department store, which would be out of the ques- 
tion. My mental reservations were that this was no 
more advertising (in the true sense of the world) than 
was the name salesman applicable to the “Dumb Dora” 
who stood behind a counter and took orders. (You 
know the type.) I had learned through many years 
of advertising experience that “reader interest’ was 
one of the most important things in advertising, and 
i knew that “reader interest” would continue transient 
if nothing more than a pair of shoes or a “trick layout” 
were applied to shoe advertising. It would fail even 
to begin to create any lasting impression. 

It seems little wonder, then, that women turn to the 
advertising columns of women’s apparel shops and the 
department stores for their news of new styles, colors 
and the like. These stores have built up “reader in- 
terest.” Why could the shoe merchant not do this? 
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It is the shoe merchant's fault if women buy every- 
thing else before they buy their shoes. He is positive 
until they have purchased every other stitch of their new 
wardrobe. He proves it by not having his new stocks 
in until two, three or even four weeks after the afore- 
said stores have been promoting new apparel. The 
women, to his way of thinking, are responsible for 
this condition, when it is really his fault. It is his 
fault women buy everything else before they buy their 
shoes. Think of this day and age—think of its free- 
dom of dress; brevity of costume—color, color, shoes, 
shoes for every costume—pretty ankles and nether 
limbs exposed—prettily shod, exquisite looking feet, 
woman’s pet vanity, and the shoe merchant not even 
lifting his little finger to get more than just naturally 
drifts his way. When he spends his 3 per cent for 
advertising, he thinks he has righteously done all there 
is to do to get business. But he has only made a begin- 
ning. The real work lies ahead. 















Selling Shoes By Keeping 
Their Minds Off Their 
Feet 


EATTLE, WASH.—“Have your 

mind off your feet,” is the phrase 
around which is built the sales argu- 
ment in Lindgren’s shoe store. A few 
extra seconds spent in measuring the 
feet according to the Wilbur Coon five 
way system, gives the salesmen in- 
formation and the customers confi- 


dence, so the fitting proceeds quite 


smoothly. Then, as this store carries 
women’s shoes from size 1 to 12, and 
in eleven widths, it claims to be able 
to fit any foot that is anywhere near 
normal. 

Several things go on sales slips that 
are later used to good advantage. All 
sales are checked as to whether they 
are old or new customers. If they are 
new customers, and only 15 per cent 
of them are, discreet inquiries are 
made to find out what attracted them 
to the storé. Any peculiarities of the 
feet-are noted on the cards, for often 
the feet are different sizes or they may 
have a bad joint. When a mail or 
phone order comes along, reference to 
this record helps considerably in hav- 
ing the shoes go out to the customers 
just right. 

A good two thirds of the advertis- 
ing appropriation is spent in the daily 
press. All ads are written by Mr. 
Lindgren’s assistant, C. L. Day. It is 
his endeavor to get as much human in- 
terest appeal in his copy as is possible. 
The method of using ten inch single 
column space, a short head with five 





Sell Yourself: 


SANTA BarsBara, CAL. — The 
following sounds as tf it could 
be easily adapted as the “Policy 
of the House’ by many good 
shoe stores. It is that of A. C. 
Hardy. 

“Tf we can not sell a customer, 
we sell them ourselves and the 
store.” 

Sometimes I have seen cus- 
tomers go out of a store, mad 
clean through, on account of a 
too persistent turn over system, 
or through too much high power 
salesmanship. It seems the Hardy 
Policy has much to recommend 
it. 

Yes, you think you do, but do 
you? 











words at the most, a cut of a shoe, a 
fifty word story, the price, +he five 
point cut, and the signatu has 
brought some fine results. J} ch of 
the interest, of course, is in tt heads, 
some used being, “Bunions are uncom- 
fortable,’” “Your heels won’t s .p,” and 
“Tf feet could talk.” As the store has 
a registered chiropodist in attendance, 
it is stressing that it does not sell shoes 
but sells complete foot comfort. 


* * 1K 


A New Idea in Discounts 


AKLAND, CAL.—A _ rubber 

stamp which reads “This sales 
slip good for $1.00 discount on another 
pair of shoes, if used in thirty days.” 
Is occasionally stamped on the sales 
slips of the Style Shoe Shop. It is 
a great help in tiding over the dull 
period, says S. W. Nichols. His store 


98 




















is near the telephone exchange 
in a section where many workin 
pass each day. This sales slip s:amp- 
ing is not a regular practice by any 
means. It is principally used in an- 
ticipation of a quiet period, say during 
August or February, and only then for 
a week or so at a time. Nichols never 
runs sales, so he uses this method to 
stimulate business. Girls will often pass 
these stamped sales checks on to some 
friend to use, if they cannot take ad- 
vantage of it themselves. Sounds like 
a pretty good publicity stunt. 


nd is 
girls 


* * * 


Getting That Mail List 


AN FRANCISCO, CAL. — Hol- 
ley’s Smart Shoe Salon goes right 
after their prospective trade in some 
aggressive, yet pleasing manner. A 
brief recital of a few of the methods 
in attracting new customers to the store 
might be adapted by other stores. For 
twenty-five cents a name, taxi drivers 
furnish the store with the names and 
addresses of all persons taking houses 
or apartments in certain of the better 
districts. The money so received goes 
to the Taxi Drivers Widows and 
Orphans Fund, so can not be considered 
as a bribe. Another—a regular ser- 
vice supplies the list of hotel 
who are staying over in San Francisco 
a week or more. Another good list of 
prospects is made from those out of 
town school teachers who attend the 
special courses in the summer schools 
here. 
Letters to the foregoing class« 
brought some very good results 
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often possible to look up a person’s 
financial standing. When a statement 
is incorporated in a letter that the per- 
son addressed has been placed on the 
credit register, the direct 
returns from that letter 
are always very satisfac- 
tory. The store’s adver- 
tising appropriation is 
about evenly divided be- 
tween the newspapers 
and direct mail, K. V. 
Frame stated. The news- 
paper copy is mostly in- 
stitutional, while the 
mail has a more personal 


tone. 
e¢ ¢s 


In Sets of Three 


AN ANTONIO, TEX.— 

Frank Bros. have their 
men’s shoe window trimmed 
with the shoes in sets of 
threes. P. J. Leshe says he is 
trying to impress his trade 
with the idea that they 
should have at least three 
pairs of shoes on hand at all 
times. The trio in the win- 
dows comprised of a pair of 
sport, street and dress in 
some units. In other units 
will be a pair of dress sport 
shoes, a pair of golf shoes 
and a pair of street shoes. 
All sorts of combinations 
have been thought out which 
might appeal to the varying 
types of men. Somé@ of the 
combinations are for the 
conservative business man, 
others for the more sportive 
fellow. Good window cards 
tell the reasons why men 
should own at least three 
pairs of wearable shoes. 
While the present salesforce 
has been able to take care of 
all the extra trade this win- 
dow has occasioned, Leshe 
feels it is exerting considerable in- 
fluence in making the men to at least 
think more pairs of shoes. 

* ¢ © 


How Many Pairs Will She 
Buy a Year? 


L PASO, TEX.—R. H. King of 
the White House has his trade all 
classified as to the probable number of 
shoes each one will buy during the 
course of a year. For the woman who 
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is spending $10 to $15 a pair, his ex- 
perience has taught him that she will 
buy from 8 to 10 pairs of shoes a year. 
Generally she will buy one pair during 
the January sale to finish out the 
winter, another pair before Easter and 
a pair at Easter. In May or June, a 
pair of sandals and a pair of white 
shoes will be purchased. In August, 
the first pair of fall shoes will be ac- 

quired and she will buy 

another pair a couple of 


EATTLE, 
Most stores 


tomer, “Just keep these shoes on, and pay up 


for them when you get the check cashed.” 
In 95 cases out of 100 the man will be 
back with the cash, inside of half an hour, 
all smiling. 

What was an embarrasing condition is 
now turned into a boost for the store, for 
it 1s a case of patting the man on the back. 
This gesture tickles him to death. It is 
not a dangerous practice either, as in the 
past year: only one man 
failed tr ‘ome back. He, 
by the w y, had a $50.00 
check to be cashed, so 
Cotter figures that he is 
$50.00 ahead on this deal. 


months later. Usually a 

pair of party or evening 

slippers will be bought in November or 
December. These eight pairs will pos- 
sibly be supplemented through the need 
of having some particular shoe, to go 
with some costume, and will account 
for from one to four more pairs. The 
conservative woman who is spending 
from $15 up generally, limits her pur- 
chases to about five pairs, four dress 
shoes and one pair of evening slippers. 
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W ASH. 
have a 
hard and fast rule not to 
take any kind of checks, 
either pay or personal, 
for more than the amount 
of goods purchased. W. E. Cotter was oc- 
casionally getting inio a jam in his Flors- 
heim stores, when after spending some 
time fitting a customer to shoes, said cus- 
tomer would flash a $50.00 or $60.00 pay 
check. Even tf it was explained in as nice 
a way as possible, men would take decid- 
ed exceptions to the rule. 
sourceful fellow, Cotter hit on this meth- 
od which works fine with him. 

When such a case arises, he says, after 
the rule has been explained to the cus- 


Being a re- 


She is the type who appreciates well 
made good fitting shoes. 


* * * 


W hat the Doctor Ordered 
OS ANGELES, CAL.— 
Schools here are paying 
considerable attention to the 
three Ts, Teeth, Tonsils and 
Toes. In Paul Jesberg’s 
Walk-Over stores are two 
carefully trained shoemen 
who “carry out the doctors 
orders” when it comes to 
fitting feet, which the doc- 
tors consider below par. A 
great love for work of this 
kind causes Mr. Jesberg him- 
self to tend to many of the 
extremely difficult cases. 
This is not a case of his not 
trusting his men, but it is 
more because it is his nature 
to keep right in the midst of 
things. No foot case is too 
complicated for him to 
tackle and no extra amount 
of time spent endeavoring to 
make either a child or grown- 
have better feet is be- 
grudged, so it is easy to see 
that this service on Mr. Jes- 
berg’s part is purely a labor 
of love, not profit. 
Prescription blanks are 
furnished to all interested 
doctors. When a difference 
of opinion occurs between 
what the doctor orders and 
what the store thinks is 
proper, a phone call to the 
doctor usually results 
in instructions to the 
store to proceed along its 
own lines. Except for 
seeing that each doctor 
has a sufficient supply of 
prescription blanks and 
the sending of a “Thank 
You” acknowledgment 
for customers sent to the 
store, the medical pro- 
fession is never solicited for business. 
A booklet written by Mr. Jesberg, 
entitled “Your Foot Health” was dis- 
tributed, among other places, to the 
University of Southern California. 
This college makes a study of the pos- 
ture of all its students. The health talk 
in this book was considered so good 
by the college authorities that they 
sanctioned its distribution and recom- 
mended its reading among the students. 
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We have new stores to open all the time. Therefore, 


we need more men to train for the responsibility 


of managership. 


re you a 


Partner 


J. D. SToTLER, who feels his greatest success lies 
in his opportunity to help others to succeed. 


in the business?... this man is 


PARTNERSHIP outweighs a “job’’. At least, 

most red-blooded men think so. And that is 
what the J. C. Penney Company offers you... a 
chance to become partner in a progressive store. 


J. D. Stotler knows what partnership 
means—read his story 


“T started with the J. C. Penney Company seven 
years ago because of the opportunity the Company 
gave a young man without any capital of becoming 
a partner in the business. I have put in some long 
days and hours with our Company, but they have all 
been happy ones because of the kind of men I have 
been associated with. 

“The one thing that has given me the most satis- 
faction during my connection with the J. C. Penney 
Company is the training of young men to the point 
where they can go out as managers and enjoy the 
same financial benefits that I have. 

“The young man who comes with us today and is 
willing to work hard will find a success that will be 
hard to duplicate in any other business or profession.” 

Ever greater responsibilities, increasing financial 
reward, the inner satisfaction of having made a mark 
Adv. 


in the world and won the esteem and friendship of 
your associates . . . these are the timbers of a success 
like J. D. Stotler’s. 

Long hours of real work—patiént study of mer- 
chandising—willingness to perform routine tasks— 
an enthusiastic determination to maintain J. (. 
Penney standards—are built into the structure of 
your success, but when you have it, it is real succ 

Measure yourself against our requirements! \rc 
you well educated; have you a thorough grounding 
in the dry goods, clothing or shoe business; are you 
between the age of 21 and 35; have you lived clean!y? 
If you believe you are qualified, write us immediately. 
J. D. Stotler recommends this chance to you. 


* * * 


Get in touch with us now, if you feel that you are the kind 
of man we want. In a few years you may achieve your |i{e's 
ambition. Write to J. C. Penney Company, Inc., Attention 
Mr. J. D. Keyes, Room 1703M, 330 West 34th Street, * 
York, N. Y.; or Attention Mr. E. M. De Moss, Room 135! 
400 S. 14th Street, St. Louis, Mo., or Attention Mr. Wn 
Dayton, Room 1323M3, Russ Building, San Francisco, ( : 
fornia; or Attention Mr. A. M. Walters, 1125M3, Pe 
Building, Oklatoma City, Oklahoma. 
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THE TRAVELING 
SHOE SALESMAN 


salesman who strives to represent 

truthfully the thing offered for 
sale,’ declared Frank C. Rand, presi- 
dent of the International Shoe Com- 
pany. of St. Louis, in an address he 
delivered not long ago at a conference 
of manufacturers and wholesalers of 
the Mississippi Valley. 

“In order to do this, he must first 
know the truth, not only about his 
merchandise but also about his house. 
Success in salesmanship must rest on 
confidence. This places on the sales 
manager the definite responsibility of 
giving accurate information and in- 
struction to his salesmen; for they 
must win the confidence of their cus- 
tomers and merit that confidence if they 
are to meet with permanent success. 

“Each of us has a driving force be- 
hind him. The force over some men is 
the sales manager, over others it is a 
determination to succeed and over still 
others it is the joy of accomplishment. 
The man who has accumulated great 
wealth and has reached a point of dis- 
tinction is not free from this driving 
force or the lash on his back. He is 
subject to and under the control of an 
exacting master who lives and exists 
in his own being—the will to accom- 
plish and succeed and to win and prob- 
ably this last named man is the one of 
all others who in life is driven the hard- 
es 4% 

“I have often thought that if ten men 
of average intelligence were sitting at 
their desks and each of them was asked 
to write down the atributes of success, 
possibly all of them would write about 
the same thing— integrity, energy, cour- 
age, service, etc. If these common at- 
tributes are so well known, why is it, 
then, that so few men succeed? There 
may be many answers to this question, 
but I believe that it is not because we 
do not know the things that make for 
success; but knowing them we do not 
have the courage and strength and de- 
termination to stick to them after we 
have written them down. 


“T= good salesman is the honest 


WILBUR J. NEWBURG, past presi- 
dent of the Indiana Shoe Travel- 
ers’ Association, and one of its charter 
members, died Aug. 22 at his summer 
home on Winona Lake, near Wersaw, 
Ind. The funeral, attended by a large 
delegation of fellow travelers and mer- 
chant friends, was held two days later 
in Indianapolis. Mr. Newburg, who had 
traveled in Indiana and Michigan for 
forty years, is survived by his widow, 
a step-son and one grandchild. He had 
always been active in association work 
and the present success of the Indiana 
Association is due, in large measure, to 
the energy and ability he put into it, 
during the early years of its history. 
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many years a well known 








traveling man, with headquar- 
ters in Boston, but who left the 
shoe business some time ago, was re- 
cently married in Detroit. He is the 
brother of Robert Emmet, Jr., of the 
Watson Shoe Co., of Stoughton, Mass., 
and the son of the late Robert Emmet, 
pon traveled for A. M. Creighton, of 
ynn. 


AM M. SLOS- 

BERG is now 
covering southern 
New Jersey, east- 
ern Pennsylvania 
and the State of 
Delaware for the 
J. W. Carter Co., of 
Nashville, Tenn., 
manufacturers of 
men’s welt shoes. 
Mr. Siosberg 
makes his head- 
quarters at 2347 E. 
Allegheny Avenue, 
Philadelphia. 


Sam M. Slosberg 


E. SCOFIELD, who has been a 
* traveling shoe salesman for more 
than 50 years—34 of which were spent 
on the road for Williams & Hoyt, of 
Rochester, N. Y., has retired from ac- 
tive business life and is living on a 
farm he has bought on the outskirts of 
Palmyra, N. Y. Poultry raising has 
been adopted as his hobby. 


HROUGH its secretary, Edward A. 

MacLean, the Pacific Northwest 
Shoe Travelers’ Association has made 
application for membership in the Na- 
tional Shoe Travelers’ Association, and 
the application has been acted on favor- 
ably. Headquarters of the association 
are maintained at 342 Morrison Street, 
Portland, Ore., with the following ros- 
ter of officers: 

William H. Harbke, president; Will 
A. Knight, vice-president; W. B. Bra- 
zelton, treasurer; and Mr. MacLean, 
secretary. Directors include Joseph P. 
Kohls, I. A. McDowell and David M. 
Graham. 

The addition of this association is the 
result of a drive initiated some time 
ago by Joseph Kalisky, chairman of the 
Membership Committee of the N. S. 
T. A. It is also expected that the 
Michigan association will be ready for 
membership soon; and at the initiation 
ceremonies, as honor guests, will be 
National President Frank J. Larkin, 
National Vice-President Lou D. Ream, 
and National Secretary T. A. Delany. 
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If You Happen to Be 
in Roanoke 


OANOKE is a _ comparatively 
young city, as Virginia towns 
reckon age. Around it stretches a 
wide but not thickly populated 
agricultural area. The Pocahontas 
coal fields are near by. Fifty miles 
to the east is Lynchburg, the chief 
business competitor of Roanoke. In 
this extensive trading area are 
about 84,000 people—with 60,000 in 
Roanoke alone. About 5000 of 
these work steadily, under good 
conditions and for good wages, in 
the rayon industry. Several thou- 
sand are employed by the Norfolk 
and Western Railroad and in other 
occupations. 

The shoe business of the city is 
done in five excellent department 
stores and twenty-four shoe stores. 
One of the latter is rated among 
the outstanding shoe stores of the 
State. These heart-of-the-city stores 
do an estimated annual volume 
of $1,032,000; with sales outside 
this district estimated at $360,- 
000. As would be expected, this 
solid and neighborly community 
favors the privately owned family 
shoe store. Hence the sale of high 
grade footwear is maintained at a 
higher average level than exists in 
many cities of similar size and char- 
acter. A high percentage of the 
down-town business is done by pri- 
vately owned stores. With the ex- 
ception of the shoe section of one 
department store, every privately 
owned shoe outlet in Roanoke’s re- 
tail section (total 14) is a sub- 
scriber to the Boot and Shoe Re- 
corder. 

(See 
above.) 


black squares on map 


DWARD E. WILLIAMS, salesman 
for three years with A. E. Wessel 
of Camden, is now with the Muskin 
Shoe Company of Baltimore and has 
opened an office in the Forrest Bldg., 
119 South Fourth Street, Philadelphia. 





BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 


RECORDER STOCK RECORD SYSTEM | \ it 
Dat 2 a B 
_ 9 - 0 op 








; Sizes 9 to 13) Wl 

Widths BCD and © 
Shoes are obtainable in 

12 t0 2 or 1to2 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 
keeping you ac- 
curately in- 
formed from day 
to day. 




















100 sheets and 11%” x 13%” leose leaf binder—also 
200 daily inventory sheets or 100 inventory sheets and 
60 Buying order sheets. 





Shoe Carton Tickets 
60c. per 100; $1.50 for 500; $2.50 for 1000. 





Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order please. 


Stock Record Book, with 4 In 

Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$9.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 


Above, not including 
CARTON TICKETS, $5.50 
West of Denver, $6.00 
Canada and Foreign, $6.50 








Postage Prepaid—Check with order, please 
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T’S “Captain” Oster now. Dave D. 

was among the salesmen who at- 
tended a style conference at the W. B. 
Coon Co. factory last week, and his 
fellow salesmen were invited to visit 
Dave’s new summer home on Lake Erie 
near Toledo and enjoy a cruise in 
D. D.’s new motor launch, the “Dee 
Dee.” Here’s a picture of the new 
boat and an inset of Dave D. Oster 
himself. 

“You should have named the ship 
‘Aunt Polly’,” laughingly remarked 
salesman Nick Swanson, who recalled 
the fact that it was Salesman Oster 
who gave that name fo Coon’s original 
outsize shoes. 

Roland Swanson was on with his 
father. These two hustlers cover Penn- 
sylvania in their automobile. “That’s 
a good enough boat for us,” remarked 
Nick; “let Dave have the mahogony 
one.” 

Mr. Hicks, of New Jersey, another 
veteran salesman, sat in the conference, 
as did also John Schelter, Font McGee, 
President E. B. Bronson, “Bill”? Kime 
and Mr. Harris. Sales Manager Elmer 
Fischer presided. 


EMI-ANNUAL bills for premiums 

due on N. S. T. A. insurance policies 
have been mailed from the national of- 
fice in the Statler Building, Boston, 
thirty days in advance of the due date, 
Oct. 1. During the last six months, the 
beneficiaries of sixteen members who 
have died during that time, have re- 
ceived checks in full payment of all in- 
surance claims. The list of those who 
have died during this period includes 
John S. Davies, Ben B. Blythe and John 
M. French, of the Rochester Associa- 
tion; Simon Sullivan and Winfred El- 
lis, of the Boston Association; George 
H. Ferguson and Herman Schocke, of 
the New York Association; Andrew 
Hommerich and James H. Cannon, of 
the Colorado Association; Frank H. 
Roach and Albert J. Davidson, of the 
Norhtwestern Association; Henry M. 
Langhorne, of the Pacific Coast Asso- 
ciation; William Schoell, of the Phila- 
delphia Association; Carter G. Slade 
of the Southwestern Association; Frank 
C. Nolte, of the Wisconsin Association: 
and Wilbur J. Newburgh, of the In- 


dianapolis Association. 
E W. BUCKLEY, who has been the 
‘southern sales representative for 
the Flexridge department of the United 
States Shoe Co., Cincinnati, Ohio, for 
some years, is planning to leave his 
headquarters in Atlanta the early part 
of September for an extended trip call- 
ing on the dealers in the larger cities 
throughout the South. Recently Mr. 
Buckley made an instructive address on 
feature and corrective footwear before 
the Southeastern Shoe Retailers Asso- 
ciation at the annual convention in 
Atlanta, concerning which he has re- 
ceived a number of favorable comments. 


‘TINSLEY RAGLAND, pioneer shoe 

salesman of the Southeast, who rep- 
resents the Brockton Shoe Manufac- 
turing Co., of Brockton, Mass., left his 
headquarters in Atlanta last week for 
a two week’s fishing jaunt to Lake 
Burton in North Georgia, and will 
probably be bringing back some elong- 
ated fish tales about the middle of 





September. 
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Captain and His Ship 








“Dave” Oster and his new motor boat, the “Dee Dee,” photographed at 
Mr. Oster’s summer home on Lake Erie, where he entertained a group 
of executives and salesmen of W. B. Coon Co. recently 





F LYING trips to get last minute or- 
ders for late Fall merchandise are 
being indulged in by traveling men in 
all parts of the country. The almost 
unanimous verdict is that buying is 
more stable this season than it has been 
at any time during the last six years— 
that merchants seem to know more def- 
initely what styles they want—and 
what quantities. 

Conditions are particularly favorable 
in the South, where crops have been 
good and are selling at high prices. 
This latter comes from Harry P. Lynch, 
of the Hoague-Sprague Corporation, of 
Lynn, who has just completed a trip 
through his Southern territory. Others 
to report are Charles I. Slipher, presi- 
dent of the Indiana Association, who 
travels for the Mound City Shoe Co. 
of St. Louis; George Cummings, who 
hits the big cities of the Middle West 
for L. B. Evans Son Co., of Wakefield, 
Mass.; Joseph Kalisky, who travels out 
of Chicago for Thompson Bros. Co.. of 
Brockton, and who recently came East 
to get his new line of samples; and 
C. N. Cogswell, president of the Boston 
Shoe Travelers’ Association. 


CCORDING to Bertram Berkow, 
president of General Footwear 
Corporation, the entire sales force of 
the General Footwear Corporation, in- 
cluding Mr. Berkow, are leaving for 
their respective territories and for a 
concerted drive for fall business. Mr. 
Berkow will cover the _ territory 
throughout the Middle West. The Gen- 
eral Footwear Corporation have been 
very successful selling large volume 
shoe buyers. 


HE Wolff-Tober Shoe Manufactur- 

ing Company of St. Louis will 
henceforth he represented on the Pacific 
Coast by W. C. Smithers, formerly 
with the Pedigo-Weber Shoe Company. 
(UTPS). 
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W. GAGE (“Gagey’”) writes from 
¢ Montclair, N. J.: 

“Four years make many changes; 
but I am still an optimist. To get 
along with one arm and one leg for 
forty years and to lately lose the sight 
of one eye, may seem a number of 
calamities but taking everything into 
consideration, I have lots to be thank- 
ful for.” 

The veteran shoe traveler also com- 
ments on the closing of the old United 
States Hotel in Boston, as follows: 

“I might say with Hamlet: ‘Alas, old 
United States Hotel, I knew thee well.’ 
Especially the room on the pavement 
floor, as Dickens described it.” 

He invites traveling men to visit him 
in Montclair, saying, “You can find 
plenty of golf links; but I'll be darned 
if I will play with you—I am not old 
enough.” 


Ts Harney Shoe Company of 
Stoneham, Mass., is being repre- 
sented on the West Coast by C. H. Ben- 
nett, who has added the Harney lines 
to those of J. J. Grover’s Sons Company 
of Lynn, Mass., which he already rep- 
resents. (UTPS). 


EYMOUR TROY & COMPANY, 

Inc., of .Brooklyn, New York, and 
the Basteel Novelty Corporation, sub- 
sidiary of J. Einstein, Inc., novelty im- 
porters, are both represented on the 
Pacific Coast by Walter Barclay, here- 
tofore with the Elco Shoe Manufactur- 
ing Company. (UTPS). 


IVIE KAPLAN, general sales man- 

ager of the Colonial Tanning Com- 
pany, is making a trip through the 
West, calling on the trade in all the 
»rincipal markets, with the various 
representatives of the firm. 





“TAMEA” 
Special Process 


B-282— Genuine 
Grain Lizard 


Black Small 


87.50 


“CAPITAN” 
Special Process 
B-262—Genuine Brown Small 
Grain Lizard with Brown Kid 
Quarter 86. 
B-261—Genuine Black Small 
Grain Lizard with Mat Kid 
Quarter 


“HINDU” 
Special Process 
B-239—Brown Ring Lisard Calf 
(Imitatien) $5.10 


“CLARE” 
22/8 Heel 
pectal Process 
B-273Brown Velvet 
B-268 
B-573 
B-574—Black calf. 
Weight) 
B-57 Patent Leather ... 
B-224—White Satin ...... 4 





Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Pitteburgh Ofice 
Henry Hore. 
W. a, BARNBY 


OnmMoege @fice 
Maszstic Hors. 
v. J. SATEK 


New York Office 
846 Mazpnives Bipo. 
B. W. MOYLAN 


Over 40 Hot Styles 





IN STOCK 


Big Profit Makers in All the Wanted 
Leathers and Materials 


New Stock Catalog Ready! 


AOCHESTE R 


“INDRA” 

Special Process 
B-225—Genuine Brown Lizard 
with Brown Kid Quarter. .$6.25 

B-164—Genuine Black Lisard 
with Mat Kid Quarter.... 
a Nei 
rd 


. 
Kid Quarter 
Match 
-132—Genuine Blue Lizard 
with Blue Kid Quarter. ..$6.35 


- aa he G” 

pectal ocess 

B-228—Rrown Suede with Brown 
Tirm 10 


“TAMEA” 


Special Process 
B-276—Mat Kid with Black Shark 
Calf Straps - 85.25 
B-278—Brown Kid with we 
oe Calf Straps 5.25 
B-30 tent Leather with Black 
Shark Oalf Straps....... 4.85 


“HELMA” 
Special Process 
B-263—Genuine Black 
Grain Lizard 


Small 


“BERNICIA” 
Special Process 
B-323—Black Kid with Nickel 
and Jet Buckle 
=349-“Brown Kid with Gold and 
Brown Buckle . 5.26 


“REGENT” 
19/8 Heel 


Black Satin 
B-176—Black Calf (Light 
Weight) 4.35 
B-175—Patent Leather ... 
B-286—Brown Kid 
B-170—Imported Wh. Crepe Silk, 


suitable for 85.00 
B-171—Imported Bl. Silk 84.35 


B-998—Silver Kid 


tinting any 


THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 


New England Ofice 
Drarer Hots. 
NORTHAMPTON, Mass. 
BLLIOTT LA MONTAGNE 


San Francisco Office 


Piaza Hore 
H. 8. KUSHINS 


“TAMEA” 
Special Process 


B-290—Brown Calcutta 
Calf (Imitation) 


B-292—Brown Caleutt ‘ 
Calf (Imitation) 


“TRIFLE” 
B-275—Brown Suede wit! own 
Kid Trim and Rajah izard 
Tabs on Quarter $5.25 


B-274—Black Suede with !atent 
Leather Trim and Blac! 
Tabs on Quarter 


“TAMEA” 
Special Process 


B-294—Dull Black Kid wit). Black 

Shark Calf Straps ......%4.85 

B-300—Brown Kid with lrown 

Seorpion Calf Straps... 5.10 

B- Patent — wit ~ 
Bee 


B-300—Dark Blue Kid wit 
Lizard Calf Straps.... 


“MONTE” 
Special Process 
B-302—Dull Black Kid 
B-305—Brown Kid .... 


SIZES 


MAA coeeeeee ed 
AA cece ee 4% 
BR cecccceceeed 
Bo isccccccceeed’ 


CGC ceocccccceeed 
Cleveland @fic 


Tue Houvienpex | 
4. F. JENKS 


Detrett Office 
Dernoit-Letanp | 
Cc. @. SELLERS 


Lose Angeles Office 
111 Bast 8TH Sr. 
©. B. YAN DE GRIFT 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept 





rown 
zard 
5.25 
atent 


{ 


NATIONAL NEWS 


SATURDAY. 





New York Shoemen | 


Convene Next Week | 


President Gosper Says Vital 
lopics to Trade Will 
Be Discussed 


SyricusE, N. Y.—For the eleventh 
consecutive time the shoe merchants of 
New York state will gather next week 
to hold their eleventh annual conven- 
tion. Syracuse is the place of meeting. 
Advance reports indicate a well at- 
tended meeting, announces President 
Burt P. Gosper, of Elmira. 

“In this era of modern, massed mer- 
chandising,” President Gosper reminds 
the members, “retailers of shoes must 
recognize their growing responsibilities 
to business. None of us can afford to 
ignore these significant tendencies. The 
convention of New York state shoe 
merchants at Syracuse next week will 
take cognizance of these facts and any | 
shoe merchant who fails to avail him- 
self of the program that has been ar- 
ranged is being deprived of the oppor- 
tunity to ‘fit in’ properly in the new | 
scheme of modern trend.” 

Mr. Gosper is serving his second 
term as president of the Empire State 
association of which he was one of the 
founders in Rochester in January, | 
1919. He conducts one of the largest | 
and most successful shoe stores in the 
southern part of New York State. 

The Syracuse committee is headed by 
Ernest N. Park, a director of the Na- | 
tion Shoe Retailers Association and 
the first president of the New York 
state association. 


Iliness of J. F. Olmsted 


ROCHESTER, N. Y.—J. F. Olmsted, | 
one of the organizers of J. F. Olmsted 
& Co., which organization leases and | 
conducts the shoe department in the | 
McCurdy & Co. store, is seriously ill 
at Rochester, Minn. He has been in 
poor health for about eight months 
and some weeks ago went to Mayo 
Bros. for treatment. 

Miss German, president of the Olm-./ 
sted Co., gives encouraging reports of 
Mr. Olmsted’s condition. 
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WASHINGTON, D. C.—The report upon 
| the tariff bill, as revised by the Repub- 
lican members of the Senate Finance 
Committee and presenting a detailed 
description of the measure, was made 
public on Monday of this week. In 
sustaining its position regarding hides 
leather and shoe duties, the report says: 

“Leather—The tanning industry of 
the United States has been in a de- 
pressed condition since the World War. 
Many plants have been dismantled and 
many are operating part time only. 
In 1928 there were 51,940 laborers em- 
ployed in domestic tanneries, as com- 
pared with 59,703 in 1923, a decrease 
of 13 per cent. Salaried employees 
have decreased 800 in number during 
this period. Imports have increased 
rapidly while exports have declined. 
Leather is one of the key industries 








Spring Colors for 
Women’s Shoes 


New York—The Textile Color 
Card Association has released to 
the members of that association 
interested in leather colors the ad- 
vance swatches showing ten colors 
selected for women’s shoes for the 
spring and summer season of 
1930. The names of the colors 
selected by the Joint Committees 
of the Shoe and Leather Indus- 
tries and sponsored by the Textile 
Color Card Association are as fol- 
lows: 

Beige Clair 

Suntan Beige 

Almora (repeated) 

Prado Brown (repeated) 

Tropical Tan 

Venetian Purple 

Riviera Blue 

Nautical Blue (repeated) 

Corrida Red 

Hampton Green 

The announcement is also made 


that gray in some materials will 
still be called for. 
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EVERY WEEK 


Report Explains Need of Tariff 


Depressed Conditions in Tanning Industry and Foreign Shoe 
Competition Set Forth in Finance Committee Statement 


vital to national defense and has not 
shown profitable conditions in recent 
F nage In order to protect the indus- 
| try against the increasing foreign com- 
| petition and to compensate for a duty 
}on raw materials, duties have been 
| placed on the various classes of leather, 
which will tend to equalize the differ- 
ences in material and labor costs in the 
United States and foreign countries. 

“An entirely new subparagraph (c) 
has been inserted. This new subpara- 
graph covers in more detail the vari- 
ous classes of leather, contained there- 
in, and places the same duty on leather 
cut or wholly or partly manufactured 
into uppers, vamps, or any forms or 
shapes suitable for conversion into 
boots, shoes, or footwear as the leather 
from which they are manufactured. 

“Boots and Shoes—The total domes- 
tic production of boots and shoes dur- 
ing the period January-June, 1929, 
showed an increase of 2.3 per cent, as 
compared with a similar period in 1928. 
Imports of leather footwear increased 
from 871,074 pairs, valued at $1,091,- 
916, in 1922, to 3,249,939 pairs, valued 
at $9,273,406, in 1928. During the first 
six months of 1929 there were import- 
ed 4,201,441 pairs of leather footwear, 
valued at $10,024,344, as compared with 
1,437,183 and 2,195,125 pairs during the 
cerresponding respective periods of 
1927 and 1928. Women’s shoes con- 
tinue to dominate the imports, coming 
principally from Czechoslovakia. The 
competition of these imports is most 
keenly felt by manufacturers of Mac- 
Kay type of women’s shoes, who are 
located principally in Massachusetts. 
The importation of the women’s turn 
| shoes, produced in Switzerland, is felt 
by the domestic manufacturers located 
principally in Brooklyn, N. Y. The 
average wage in the shoe industry of 
Czechoslovakia, the principal compet- 
‘ing country, is about one-third that 
prevailing in the shoe industry in this 
country. 

“A duty has been placed on boots 
and shoes, which is compensatory for a 
duty on hides and leather and also pro- 
tective in order to bring about nearer 
equalizations of foreign and domestic 
labor costs.” 
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* Fealure- 
Waldes 


Koh-i-noor 


JEWEL SNAP BUCKLES 
AND JEWEL CLASPS 


This is the tenth of a series of adver- \ 
tisements showing the adoption of 
these Symbols of Fashion and Conve- 
nience by leading retailers. 


Many manufacturers now 
equip their shoes with them. 


Koh-I-Noor Jewel Snap Buckles 
Beautify Shoes and Simplify 
Their Fastening— 


The accompanying letter from Saks & Co., 
leaves no doubt in any mind regarding the 
favorable acceptance by retailers and consumers 
of the featured beauty and actual simplicity of 
Koh-i-noor Sitap Buckles. 


How accurate fittings are as- 
sured and how accidental slip- 
ping is impossible will gladly 
be told upon inquiry. Names 
of manufacturers using them, 
given on request. 


ASK FOR SAMPLES AND INFORMATION 


Patent Licensee 
The Riker Company, Newark, N. J. 


WALDES 
KOH - I - NOOR Inc. 


World’s Largest Snap Fastener Mfrs. 
LONG ISLAND CITY, NEW YORK 


FASHION'S SYMBOL OF SMART SHOES 

































SAKS:£:COM PANY 


SPECIALISTS IN APPAREL 
FIFTH AVENUE 49% TO 50™ ST 
NEW YORK 


March 14, 1923 


lir. J. walaes, 
c/o waides Kob-I-ioor, Inc., 
Long leland City, N. Y. 


My dear Mr. naides: 


It gives us great pleasure to compli- 
ment you upon the artistic effect that you are now 
putting into the Jewelled Clasp. ie are cognizant of 
the merit of this article from an appearance viewpoint, 
and from our own experience find it quite practicul and 
stimulating to the sale of many of our patterns. 


we are great believers in vdeautifyin: 
footwear to the fullest extent, provided comfort and 
general facility is in no say disturbed, and we ere free 
w admit, toat such ot our styles as are fitted with 
toe Jewelled Clasp carry with them - as presented by 
our clerks - quite some vanity appeal. 


It is our intention to feature the 
Jewelled Clasp in a liberal way through tife Spring and 
Summer and Fall seasons, and we believe it will bave 
successful sale. 


Cordially yOefs, 
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Production of 


Shoes Still 


At High Peak | 





Additions to Tanneries Being 
Built in New England 


LyNN, Mass.—Lynn has made a 
strong start on September shoes. Fac- 
tories are operating briskly all along 
the line, from the tanneries on. 
veteran of 50 years’ experience with 
Lynn industries is predicting that the 
momentum of the shoe industry is 
strong enough to carry it along at good 
speed for the remaining four months 
of 1929. Salesmen are out with sam- 
ples for early fall. Merchants are 
sending in to the factories for news of 
what is coming in the way of styles 
and prices for early winter. Markets 
continue to firm up on leather and 
supplies as production increases gen- 
erally. 

In the tanneries, there are going on 
changes which will work their way into 
footwear during this fall and winter 
and next year, too. Production of 
leather is in larger volume than for 
any time since the war. Tanners are 
starting to build again, after being off 
the contractors book for a decade or 
more. So it looks as if there would be 
plenty of leather. Yet, at the moment, 
there are shoe manufacturers who say 
they can not get enough of the right 
kind of stock, especially fine kid and 
suede, and certain reptile grains. 

Leather, whether for shoes for men 
or women, is getting lighter in weight, 
and more supple. The aim is to make 
it “glovey,” and easy to the foot. More 
kid leather is now being made in the 
North Shore district that ever before. 
Several lines of calf, for shoes for both 
men and women, are made to look like 
as well as feel like kid. Patent leather 
has been moving slowly for some time. 
But tanners are hopeful for a brace in 
their business along in October. Many 
cow hides, that were formerly put into 
the shiny stock, are now made into elk 
leather for sport shoes. A big business 
on this stock is expected in 1930; bigger 
even than during this record breaking 
season for sport shoes. Several shops 
are getting out all the reptile grain 
leathers they can make, with the liz- 
ards leading. 





Cline Opens Two Stores 


Los ANGELES, CAL. (UTPS)—Two 
new shoe salons were opened last week 
by the French Slipper Shoppe at 720 
South Flower Street and in the Roose- 
velt Hotel building, 7004 Hollywood 
Boulevard. These make four shops con- 
trolled by Charles Cline, who less than 
five years ago opened the first store at 
647 South Flower Street, and followed 
that by another at 6704 Hollywood 
Boulevard, adjoining the Egyptian 
Theater. 

Mr. Cline’s policy has been to incor- 
porate in his choice of shoes and slippers 
individual ideas emphasizing South- 
etn California’s own particular de- 
mands, at times disregarding the strict- 
ly Eastern trend. The rapid growth of 
the store’s business in Hollywood and 
Beverly Hills made the opening of the 
second shop in that district imperative. 
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Dr. Scholl, Unhurt 
in Plane Crash, Sails 
on Zeppelin 


New York—Dr. Hugo Eckner 
didn’t ride the Graf Zeppelin back 
to Friedrichshafen, but Dr. Wil- 
liam M. Scholl did. 

On Thursday, Aug. 29, at the 
Chicago headquarters of The 
Scholl Mfg. Co., Dr. Scholl re- 
ceived an advice from the Frank- 
fort, Germany, branch of the 
Scholl company asking for the im- 
mediate presence of the com- 
pany’s head in Frankfort. With 
the enterprise and ingenuity that 
has long characterized his busi- 
ness actions, Dr. Scholl wired 
Lakehurst to reserve a berth on 
the Graf Zeppelin due to leave on 
the 31st, caught the “Century” 
out of Chicago Friday, spent Sat- 
urday at the company’s New York 
branch and “sailed” Saturday on 
the Graf Zeppelin. 

A plane that carried Dr. Scholl 
and six companions to the field at 
Lakehurst crashed and overturned 
in landing, but Dr. Scholl was un- 
injured and helped to treat five of 
the others who were slightly hurt. 











Death of J. W. Loane 


POUGHKEEPSIE, N. Y.—Announcement 
is made of the death of J. W. Loane, 
president of the J. T. Huff Co., shoe 
merchants in Poughkeepsie, Yonkers 
and Albany. Mr. Loane had been in 
failing health the past year and for 
some months was at Clifton Springs 
Sanitarium, Clifton Springs, N. Y. Mr. 
Loane had been engaged in the shoe 
business over a long period of years 
and was prominent in the councils of 
the New York State Shoe Retailers 
Association, of which he was a charter 
member. For about twenty years he 
was buyer for Barney’s department 
store in Schenectady. He left there to 
help organize the J. T. Huff Co. 


Ready to Fly 




















Dr. William M. Scholl, of Chi- 


photographed before he 
sailed on Zeppelin 


cago, 
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StyLe 300—Price $5.90 
Yellowstone Model 


78 DarK SMOKE ELK 
Height 14 inches 


NATIONAL PARK 


AVIATION 
Sport— 
Hiking — 
Scout 


BOOTS 
IN STOCK 


6 — STYLES — 6 


THE OTHER FIVE 


Style 311 Aviatrix 12 inch $5.20 
Style 310 Black Hills 14 inch 6.00 
Style 317 Scout Boot 8 inch 4.60 


Suitable for members of the Girl Scouts 
and Campfire Girls organizations 


Style 312 Rocky Mountain 14 
inch 
Style 318 Grand Canyon 14 


inch 


5.70 


5.70 
SIZES 
5/8 A, 4/8 B, 24%2/8 C, 24/8 D 
Terms 5% 10 days. Net 30 days 
Write for sample pairs or folder. 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 
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A new style season has arrived and your cus- 
tomers are ready to buy new shoes! 

So, look at “‘Buddie,”’ pictured below. If this 
pattern, displayed in your window, won’t stop 
your most particular customer and make her . 
come in and try it on, she has changed her Send a trial! a 
habits and is no longer interested in style. d . & 
“Buddie” is one of triking designs that ee oe oe 

uddie”’ is one of many striking designs tha a h Wiis thous 

make up the new Independent line. Every snoe. ve have 
creation offered employs fast selling features a beautiful as. ’ 
that will make the coming season your most sortment all ’ 
profitable one. Arrange for a showing now. F: ee seady to shiv 
Our representative will see you at your con- y P- 
venience, with the entire line. 


REG.U.S, PAT.OFF 


JIOTOTOUOA DTOTOTROTIC 


peed 153—Compo Patent Blucher; champagne kid to> 


Dark Blue Kid Vamp and 
Heel Cover, Center Buckle 


I St BI Sued f 
‘“BUDDIE } ng Blue aed Trim | ° 
with Blue Silk Kid Underlay. Maize Shoe Co., Mfrs., Rochester, N. Y. 
106 Last, 18/8 Full Breasted J ’ , 
eet. 


This is a COMPO Process Smooth-Step shoe—very flex 


SQN UTE E TA ETON ETON STONE ANSTO \ ES 7O\ EO ANN ONS: 





AAA to C Width Our Infants’ Compos, Stitchdowns and Turns com- 
d / a Peake O .. : prise a fast selling line for ambitious SIDE LINE 
—_ ts oe c. 1 a. Commissions will pay your traveling expenses 
made in all desirable 
materials and com- 
binations. 

















IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


Women’s from 10.50 per pair 
Men’s from 11.50 per pair 





Write for 
descriptive 
catalogue 


Ledhapewdiout Shoe Manutacturerr 
1140 Washington Ave tie Saint Laur Misrrouri 
. at es HD 
ye nif, ae COLT-CROMWELL CO., Inc. 
. : ie Jes Established 1899 
1239 Broadway New York, N. 
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Snake, Lizard and Suede 
Shoes Being Featured 


CINCINNATI, OHIO. — Snake, lizard 
and suede shoes are being featured at 
all shops, one being about as prominent 
as the other and each popular in all- 
over or combinations. New fall snake | 
patterns are beginning to move as soon | 
as coo! days appear suede is expected 
to bound sky-high. Java lizard is get- 
ting a zreat deal of attention and quite 
a bit of favorable comment. 

Brown is the leader in the color field 
with black running a close second. In 
some shops blue is third, while in oth- 
ers, this place is filled by green or red. 
The manager of a shop retailing $10 to 
$18.50 footwear recently reported fifty 
per cent more greens moving in this 
particular shop than blues. It cannot 
be disputed, however, that blue is pop- 
ylar and it is evidently here to stay. 

Some very pretty snake and kid com- 
binations are on display at Irwin’s 
Fashion Shop. One side is snake and 
the other kid and may be had in green, 
red or purple. Green and red snake 
with narrow strips of kid of like color 
across the vamp are also being shown. 
A great deal of bronze and gold kid is 
being used for piping and trimming. 

Reptile and suede are not confined to 
higher priced shops. It is being offered 
in the $5 and $6 grades as well. It is 
very noticeable at this time, that the 
popular priced shops are featuring me- 
dium vamps instead of the short, stubby 
ones of a year ago. 


Elam Factory to Make 
Infants’ Compo Shoes 


ROCHESTER, N. Y.—For the past nine 
months the F. S. Elam Shoe Co., Inc., 
of Rochester, has been experimenting 
with the new Compo process of attach- 
ing soles. Heretofore this process had 
been confined to men’s, women’s and 
children’s shoes. 

Mr. Bresnahan and Mr. Solar, of the 
Compo Corporation were in Rochester 





Craddock-Terry Observes 
Anniversary 


Lynchburg, Va.—The Craddock- 
Terry Co., of Lynchburg, is this 
year celebrating its forty-first an- 
niversary, and the Richmond 
Times-Dispatch recently devoted a 
special section in rotogravure fea- 
turing the occasion. 

The company was founded by 
John W. Craddock, A. P. Crad- 
dock and T. M. Terry. From a 
small beginning the business has 
grown until today the Craddock- 
Terry Company is one of the 
world’s largest manufacturers of 
shoes, operating ten factories, five 
distributing houses and covering 
the entire United States with a 
force of one hundred and seventy- 
five salesmen. 

The business today includes five 
distributing houses, together with 
ten factories, operated in Lynch- 
burg, St. Louis, Mo.; Futlon, Mo.; 
Louisiana, Mo., and a large fac- 
tory and tannery in Milwaukee. 
The combined capital and surplus 
is a little more than $10,500,000. 
The total number of employees is 
4776, while the annual payroll ag- 
gregates $5,588,000. 














recently to inspect the first shoes manu- 
factured by Mr. Elam under this pro- 
cess. They expressed themselves as 
highly pleased with the results. Mr. 
Elam invited the criticism of many of 
the largest buyers and he reports uni- 
versal satisfaction. The salesmen re- 
ceived their samples last week and next 
week Mr. Elam will visit Chicago, St. 
Louis, Kansas City and other large 
cities with his new line. 


Boston Stores Showing 
Black and Brown Shoes 





Boston, Mass.—Although a few of 
the retail shoe stores are still conduct- 


ing clearance sales of Summer foot- | 


wear, the majority have their early 
Fall shoes on display and actively on 
sale. The words “brown and black” tell 
the color story about as well as it can 
be told, black being given the prefer- 
ence in many of the higher grade 
stores; and brown in the popular price 
shoes, although both classes are show- 
ing plenty of each. 

Patterns are alike no matter what the 
grade—straps, oxford effects and pumps 


| being shown in all grades from the top 
to the bottom. The distinction comes in | 
the fitting qualities and in the fineness 


of finish. 


To date, sales totals are not large, | 


which was to have been expected, as 


most people, when possible, take their | 


vacation in late August, and it is not 
until well after Labor Day that Fall 
trade begins in earnest. 








Off for a Real Holiday 











Duane Shoe Co. employees enjoyed a delightful outing recently at 
Rocky Point, L. I. Close to 400 attended and participated in games, 


contests and a shore dinner. 


The outing will be an annual event. 


Illustration shows one of the several big buses that conveyed the 
merry party 
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JUSTIN 
BOOTS 


- ih Standard of the 
\\e West 
Since 1879 


bs, a 
( “5y a Quality 
) Line 


Justin’s Celebrated Cowboy 


BOOTS 


For 50 years Justin’s 
have made Cowboy 
Boots for the most 
exacting trade, “The 
American Cowboy”, 
qualifying “JUST- 
IN’S” as leaders 
among “Boot Build- 
ers”. 


Justin’s Famous Lace 
BOOTS 


“For All Outdoor 
Wear”. Many styles “In 
Stock,” some in widths 
A to E inclusive. All 
numbers have Patented 
Crimped Tongue, Steel 
Arch Support and other 
JUSTIN features. 


Justin’s Riding Boots 


For Men and 
Women. Done in the 
English manner and 
made by the same 
Master Craftsmen 
who fashioned JUS- 
TIN Cowboy boots, 
known the world 
over. Some numbers 
“In Stock”. 


Catalog on request 


H. J. Justin & Sons, Inc. 


Manufacturers 


320 South Lake Street 








Fort Worth, Texas 





OF hh Ce 


WHERE TO BUY 
Men’s Shoes 


let i li il i hl li el ei ell 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











MEN’S FINE SHOES 
IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN CO. 
RANDOLPH, MASS. 








Th pau ffioe 


mowEsT ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ew 
KUMFORT-ARCH SHOE 


wt Cwerny by he 


MFG 
MASE 

















FoR MEN 
() M. A. PACKARD CO., Makers (P) 
BROCKTON —__. 








The Gamut in Sports 














These footprints of Sport 


Steel spikes that hold in the wet grass 
of the links; leather cleats preventing 
the slippery gloss from dry grass; barred 
and patterned rubber or crepe gum for 
the hard tennis court; cola of rubber- 
impregnated cord that do not slip on 
wet decks... 

For the feet of outdoor men and 
women we have every kind of shoe for 
every sport. Comfort, in their partic 
ular use, is a prime esseptial. Good 
Jooks and smartness predominate wher- 
ever they are needed, 

+ The experts in our shoe department 
will gladly give you help in equipping 
your feet with the correct wear fur 
eyery sport oceasion, 


AsercromBie G Fitcn Co. 
TheG.natest SrortinG Goovs STORE in the’ World 
Mavison Wr.ar 4s” Srnecr. New Yous 


Fon T, agerks @ Pormold, Ine., te now combened ond housed wih Aberrrombe & Firh Ca 











This unique advertisement by Aber- 

crombie & Fitch Company, noted New 

York sporting goods house, runs the 

gamut of special soles for special sports. 

The drawing shows a wide variety of 

soles, and the copy also covers the 
entire range of sports 


Withdraws from Werly Shoe 
Company 


NEw York, N. Y.—Barnett Lipp, for- 
merly of the firm of Degen-Lipp, Inc., 
Brooklyn shoe manufacturers, and more 
recently treasurer of the Werly Shoe 
Co., 1388 West Twenty-fifth Street, has 
withdrawn his interest from the latter 
firm and is no longer connected with 
the organization. 

Mr. Lipp expects to announce plans 
for future activities some time next 
week. 


New Store Opened 


CINCINNATI, OHIO.—A new shop, re- 
tailing women’s shoes at $4 to $6, was 
opened recently at Seventh and Race 
Streets. The shop is being operated as 
Milton’s, and is a branch of a Chicago 
concern. 


Cincinnati Store Moved 


CINCINNATI, OHIO.—Berland’s Shoe 
Store, until recently located on Fifth 
Street, has moved to 607 Race Street. 
The store has always featured $5.85 
footwear for women and intends contin- 
uing with this line, but will also push a 
new line of $7.50 shoes which is being 
taken on. 


110 


Mid-Western Factories 
Continue Very Busy 


CINCINNATI, OHIO. — Business cop. 
tinues.good in.the manufacturing sec. 
tion of this city, with practically jj 
factories running at capacity. In one 
or two instances, production has been 
increased recently in order to take care 
of the large volume of Fall orders that 
have been booked. 

Shipments for the month of August 
were exceptionally heavy, and it seems 
that manufacturers are just getting 
started on shipping out footwear for 
Fall sales. Evidently, September wil] 
be a big month as there are a sufficient 
number of orders on hand at several] 
factories for October 1 and 15 delivery 
to keep them running at capacity 
through the month. 2 

A great deal of time will be devoted 
during the first half of September, to 
making up samples for Winter. Some 
of these were made up in July and Auv- 
gust and it is being predicted at this 
time that the popular Fall paterns wil] 
be used after making a few slight 
changes. It seems, also, that the same 
materials which are being featured for 
early Fall will continue right on 
through late Fall and Winter. 


New Los Angeles Store 


Los ANGELES, CaL. (UTPS)—Frank 
Townsend and A. K. Tomajan have 
announced plans for the opening of 
a shoe store in the terminal district of 
Los Angeles, located in the southeast 
part of the city. The new shop will 
carry a very complete line of men’s, 
women’s and children’s shoes also a 
full stock of up-to-date hosiery. It will 
be attractively furnished throughout. 
A necessity of the community is the 
repair department which is being in- 
stalled with the latest equipment and 
machinery employed in the repairing 
of footwear. 


Close One Miami Shop 


MIAMI, FLA. (UTPS)—The Cinder- 
ella Shoe Salon which has been operat- 
fing at 107 Venetian Arcade closed two 
months ago for the summer season. 
The management has decided now that 
the Salon will not be reopened this com- 
ing winter season so is opening the 
shop for a short time quick cleanout 
sale. Everything has been marked at 
one price, $3.95, in order to clean up 
quickly. : 

The Cinderella is one of two booteries 
owned and operated by L. H. Dasher 
and W. A. McCarthy. The shop which 
will remain open is known as the Vene- 
tian Boot Shop. Popular priced shoes 
are carried in this store; the Cinderella 
carried a higher priced class of goods. 


Retires from Shoe Firm 


BALTIMORE, Mp.—Louis Cohen, se- 
nior member of the firm of L. Cohen 
& Son, trading as The Globe Shoe 
Shop, 525 South Broadway, Baltimore, 
Md., is retiring from active participa- 
tion in the affairs of the business. His 
son, Albert Cohen, who has been a°so- 
ciated with him, will continue with the 
business after its reorganization, which 
is now contemplated. 
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Darker Browns Appear 
In Shoes for Women 


Boston, Mass.—Styles of shoes con- 
tinue on a consistent course. They are 
moving to the darker shades of browns, 
in kid and suede, as the shorter days 
of the year draw near. Blacks are as 

ood as ever, if not better. The shift 
from the sun tan hues of spring to the 
whites of summer and thence to the 
placks and browns of fall has been a 
series of major style changes that have 
been made in a most orderly way, and 
carried through to a clean cut finish, 
with odds and ends and left overs few 
and far between. 

Some lasts are getting a little more 
yoomy, especially in street and sport 
styles. The chances are that sport 
socks will be worn in cold weather. 
Patterns are more liberal. A little more 
leather is applied to the foot to keep 
out Jack Frost. One designer has em- 
phasized the closing up of open shanks 
by lacing the vamp-quarter seam over 
and over with a narrow ribbon of 
leather. He did not dare to put a pad- 
lock on the closed shank. Oxfords are 
always good for October. 

Heels show most everything from 
8/8 to 20/8, with the leather heel trade 
pleased with the prospects for a run 
on sure tread heels of leather, so made 
that they can be worn with rubbers 
without ruining the rubbers. 


Australian Shoeman Takes 
Flight in American Plane 


Syracuse, N. Y.—Alex Richards of 
the firm of V. Richards & Co., Sydney, 
Australia, was here on business last 
week. He has been making a three 
months’ buying tour of the United 
States. In this city he was the guest 
of Henry W. Cook, president of the 
A. E. Nettleton Co., which line of shoes 
the Richards store features. 

Mr. Richards had never been up in 
an airplane and at his expressed wish 
Mr. Cook arranged for a flight from 
the Syracuse. Airport. An executive 
of the Nettleton Company accompanied 
Mr. Richards on his trip among the 
clouds. Mr. Richards used an Ameri- 
can expression in saying that he got 
a “great kick” out of the flight. 


Wallin Sells Out 


SEATTLE, WASH.—Carl F. Wallin, who 
with John W. Nordstrom founded the 
shoe firm of Wallin & Nordstrom in 
1901, has sold out his interest to the 
sons of his former partner. These two 
young men, E. W. and J. E. Nordstrom, 
have in reality grown up with the 
store. For the past year they have 
taken their father’s place in the firm, 
so are well qualified to conduct this 
well-known family shoe store. A third 
brother, who is now in college, will be 
admitted to the firm in due time. No 
change in policy is anticipated by the 
hew owners, so both the Second Avenue 
and University stores will be conducted 
on the same general lines as before. 


New Department in Houston 


Houston, Tex. (UTPS)—Palais 
Royale of 706 Main Street, Houston, 
Texas. has opened a shoe department 
with Mr. Yaunt as manager. They are 
specializing in a $5 shoe. 
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The A. L. Gude stores on the West 
Coast are noted for the volume of busi- 
ness they do in shoe accessories. Small 
wonder when one takes into considera- 
tion the striking advertisements that 
these stores use. Here is one in which 
shoes are definitely linked up with 
handbags, hosiery and even costume 
jewelry 


E. J. Factories Run Full 


BINGHAMTON, N. Y.—All of the 
25 shoe factories and tanneries of the 
Endicott-Johnson Corporation, in Bing- 
hamton, Johnson City, Endicott, West 
Endicott and Owego, are working on 
full production schedules, according to 
H. C. Clark, sales manager of that 
company. Mr. Clark reports orders in 
July exceeded those of the same month 
last year by more than 50 per cent. 


New Thom McAn Store 


Kokomo, IND.—Tentative plans call 
for the occupancy of the business room 
at 206 North Main Street here, by the 
Thom McAn shoe stores, a chain or- 
ganization. A five-year lease signed by 
the company has been forwarded to 
the owner of the building here. A new 
front of special design will be con- 
structed. 


‘Joan Shop Opens Dept. 


OMAHA, NEB.—The Joan Shop is the 
latest in Omaha. R. E. Schweser, for- 
merly in business in David City, Neb., 
but of late years in Chicago, is the 
owner of the new shop catering to 
ladies. Joan has a fine second floor 
location in the better retail district of 
the city. 

A complete stock of the Jacqueline 
shoes is found here. Mr. G. L. Pierce 
is the manager of this department. 
Mr. Pierce has been in the shoe busi- 
ness in Omaha for five years, with other 
houses. 
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Store Fixtures 
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HAVE you A COP) OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


C. L. GOODWIN & CO., Inc 
Worcester 


Mass 
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MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 
Prices from 
$2.15 to $3.60 W. S. CHASE & SONS 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 
















Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
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High Grade Turn Mules and D’Orsays 
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L. B. EVANS’ SON CO. - - Wakefield, Mass. 




















PARIS 
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Two tones, or two contrasting colors 
used in evening and afternoon pumps 
is an important feature. With a white 
ensemble Worth shows red and white 
crépe de chine and kid pumps, red 
crépe de chine vamps, white kid quar- 
ters, the kid ending at the vamp- 
throat in a narrow band which crosses 
and simulates a bow; red heels. The 
same effect is found in scarlet and bot- 


tle green (bottle green being one of the | 


new autumn colors), the frock for these 
shoes is of bottle green chiffon, a bottle 
green with a bronze reflect, and a 
bunch of scarlet flowers on the left hip. 

It is believed that pumps will hold 
their own for both afternoon and eve- 


ning wear, while oxfords will be the | 


smart thing for mornings, and all so- 
called sports wear. 

Antelope, always combined with kid 
or patent, or reptile is THE thing for 
the coming season, though at the time 
of writing it is not being worn at all, 
nor has it been worn, except rarely, in 
Paris for the past two years, despite 
the bottiers’ efforts to launch it. Now, 
since eight out of ten new models are 
of antelope combined with patent, 
when black, with silver kid for dressy 


or evening wear, with lizard or water- | 


snake, or plain kid in the same color, 
it is safe to say that the Parisian 
women will consent to wear antelope, 





| 


shoes, is not to be used this 
With the pale beige-rosée gloves 
ings should be of the exact sam 

It is said that all silver sh 
out, yet I saw the Baroness M 
Wasmer, at the Ambassedeu 
other evening in a very new e1 


| of flowered chiffon, with short 


| 
| 
| 


even though, it has a tendency to make | 
the feet look a trifle broader. For wear | 


with an all black day ensemble Juli- | 


enne has designed a practical pump 
with black antelope vamps and heels, 
black patent shanks and quarters, 


throat and ending in a flat half bow 
on the outside. 

The winter colors are all shades of 
brown, bottle and bronze green, all 
shades of purple from the dahlia to 
the palest mauve, black and white. 
Shoes for all occasions must either 
match or have a reason for contrast- 
ing. For purple the shoes must either 
be purple, in two kids, or purple kid 
trimmed with reptile, or black, purple 
trimmed; all black would take away 
all the chic of the ensemble. If the fur 
trimming happens to be gray, then 
gray shoes may be worn. 

Green crépe de chine pumps, emer- 
ald green, and the same shade of green 
| suede gloves are shown with a white 
ensemble at Mag Helly’s. With a white 
frock, short purple velvet, ermine 
trimmed coat, purple crépe de chine 
and white satin pumps are shown. 
These pumps have white vamps, pur- 


ple quarters, and amethyst buckles, 
white heels. 
Marouf is in favor of satin and 


crépe de chine combined with narrow | 
White crépe de chine 


silver bindings. 
vamps, satin quarters, silver heels, 
and silver throat binding ending in a 
curlycue on the vamp were shown at 
Lenief’s with a white satin frock and 
white velvet cape lined with silver 
lamé. 

The new stockings are very thin, 
black, dark beige and rather a dark 
gray ‘for day. For evening, flesh, café 
au lait. champagne and white are 
worn. Pearl gray, except with silver 
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| shoe buckles. 


coat to match, silver kid pum; 
large buckles which exactly : 
her frock in colors: red, gre 
yellow, three big stones with 
stones set between; her bag w 
of silver kid with a clasp to ma 
I was told that 

semble was from Patou, and th 
and bag from Perugia. 





New Cutler Store 


CHIcAGO, ILL. (UTPS)—The 
Shoe Company in furtherance 
expansion program of serving « 
Chicago has leased a seventh sto 
The new location is at 4105 West 
son Street, embracing space of 
125 feet, and has been leased 
number of years. Following thei 
inal plans of having beautifu 
different shoe stores, the Cutle) 
Company has retained R. (i) 
noted architect, to design them. 





Robbins in Savannal: 


SAVANNAH, GA. (UTPS)—Th 
bins interests, a chain retail sho 
concern, with headquarters at S 


| nah and various stores through: 


| with the patent bordering the vamp- | 


country, is planning a new stor 
The lease on the location at 


Broughton Street has been secured : 
work of remodeling the store ha 


| ready commenced. Plans are 





the opening early in September 
store will handle popular priced 
for women and misses. 

Henry Zerman, long identified 
the retail shoe trade in Savanna! 
be the manager. 





New Baker Store 


KNOXVILLE, TENN.—The newes! 
in the Baker Chain operated |! 
Edison Bros. Stores was fo 
opened on Saturday, August 24 
South Gay Street, Knoxville. 

Douglas Chandler, former! 
Greensboro, N. C. and Atlanta, | 
the manager of the shop. 

The store, formerly occupied ! 
Coy, jeweler, has been complet: 
modeled. Blending tan woods hay 
used for the fixtures and the 
are interspersed with mirrors, 
are beautifully etched and inlai 
colors. 





Mrs. Schultz in Firm 


EVANSVILLE, IND. (UTPS)—\ 
P. Schultz has taken over the in 
of her husband, the late A. P. 
in the J. H. Schultz Shoe Co., 32>) 
Street. J. H. Schultz continu 
president of the company. Mis 


Kessler has been promoted to m 
of the store. 
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A Duty on Hides 


[CONTINUED FROM PAGE 47] 


to the difference in labor and living | 


standards. 

I have tried to make this explanation | 
simple. I wonder if I have succeeded? 

The wisest statement ever made about 
“tariff,” was made by General Han- 
cock, defeated Democratic Candidate 
for President, who said, “Tariff is a 
local issue.” The world laughed, and 
especially this part of the world. But 
Hancock was right. And because he 
was right, every section of this country 
and every interest in every section 
is trving to secure for their own ad- 
vantage such tariff conditions as they 
feel would be of greatest help to them; 
and tariff legislation, such as is now 
under discussion, becomes a mere “foot- 
ball of polities.” 

The tariff is a most complicated ques- 
tion. There should be a Tariff Commis- 
sion to study and harmonize tariff 
chanvces—men who know their business 
—fre« of political influence. 


New Shoe Department 
CINCINNATI, OntI0o—The Edwards 








Shoe 
cently took over the shoe department 
at the Denton-Jonap Company and in- 
stalled I. F. Saul as manager. The 
Edwards stores, operating mostly in 
the South, carry women’s footwear in 
the $7.50 to $12.50 range. Saks & 
Vigorith, formerly operated the de- 
partment at the Denton-Jonap Store. 


Big Men’s Sport Year 


ATLANTA, GA.—Managers of several 
of the Atlanta stores handling men’s 
shoes state that the 1929 summer sport 
goods season has undoubtedly wit- 
nessed the largest sales of men’s sport 
footwear in the history of Atlanta, and 
that the total volume of such business 
so far this year is at least 25 per cent 
larger than at this time last season. 
Black and white combinations appear 
to be getting the preference, the deal- 
ers state, with a very good demand 
also reported for tan and white com- 
binations. 


New Detroit Store 


Detroit, Mico. (UTPS)—The Mod- 
ease Health Shoe Company, recently in- 
corporated in Detroit, has opened the 
Martha Washington Shoe Store at 30 
John R Street. The company has an 
authorized capital of $10,000 at $100 
per share, about $5,900 being paid in 
in property and $800 in cash. Herman 
A. Becher and Edward S. Arnstein are 
two of the three incorporators. 


Partner Retires 


WAUKESHA, Wis. — The Robinson 
Pfeffer Co. of this city is holding a re- 
tiring partner sale, sacrificing $50,000 
worth of stock. Edward P. Pfeffer, 
vice-president and treasurer is retiring 
from the firm. 
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Store Company of Atlanta - 
—v | it will erect a new and modern distrib- 


| uting warehouse. 





Add Hosiery Department 


PROVIDENCE, R. I. (UTPS)—Mor- 
ton’s, newly established shoe retailers 
here, have just opened a new hosiery 
department featuring all kinds of silk 
hosiery for women. For the past three 
days they have been offering regular 


$1.65 and $1.50 silk hosiery for 99 | 


cents a pair for an introductory offer. 


Occupy New Location 


PROVIDENCE, R. I. (UTPS)—Bouch- 
er-Tetu Company, shoe retailers loca- 
ted in Woonsocket, R. I., for many 
years, now occupy a new location at 
101 Main Street there. Joseph Bouch- 
er, president and treasurer, is one of 
the best known figures in the shoe 
business in this locality, having been 
connected with the store for 58 years. 


New Firestone Building 


BALTIMORE, Mp.—The Firestone Tire 
& Rubber Company has acquired the 
entire frontage of the block on Oak 
Street, between Twentieth and Twen- 
ty-first Streets, Baltimore, Md., where 


The building pro- 
jected for the site will be a three-story 


concrete and steel structure having a 


frontage of approximately 233 feet, 


| with a depth of 84 feet. It will repre- 


sent an investment of about $250,000. 


Hardwick Made Manager 


Macon, Ga. (UTPS)—The J. P. Al- 
len Company has just opened a new 
shoe shop in connection with its Macon 
store. New and attractive fixtures 
have been installed and the shop will be 
under the management of Frank Hard- 
wick, well-known Macon shoe man. The 
J. & K. Foot Saver and “In Step with 
Fashion” shoes will be featured at the 
new shop, it is announced. 


Firm Changes Name 


SALEM, Mass.—Brown, Gregory Co. 
has succeeded Brown, Wilkins Co., mak- 
ers of American welts for boys and 
youths, in the J. Brown factories, Canal 
Street. Otis Wilkins, who retired from 
the old firm, will start a new enter- 
prise. Harry J. Gregory, who joins 
Jesse Brown in the new concern, was 
until recently superintendent of the 
Pilgrim Shoe Co. factory in Boston. 
Jesse Brown continues in charge of the 
sales department. 


Occupies New Quarters 


CoLumBus, OHIO (UTPS)—The Co- 
lumbus store of the Chisholm chain, 
operated out of Cleveland, will soon 
move into quarters at 11 South High 
Street. The company occupied the 
room at No. 9 South High Street, while 
the other room was remodeled. An at- 
tractive window has been installed as 
well as new fixtures. 

J. 'M. Armour, manager of the store, 
has returned from a two weeks’ vaca- 
tion, spent at Birmingham, Ala., hi: 
former home. 
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STRAP SLIPPER 
Center Buckle 
Patent $1.60 
Satin $1.60 
Velvet $1.60 
Pat. Gun Metal 

$1.75 
The Natalie 
Slipper Co. 
Haverhill, 
Mass. 








LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 


Year-Round In Stock 
SERVICE 


ABBOTT 
SHOE CO. 
N. Reading, Mass. 


on an tf 

(OST ~ LLIL€ 

eee Aon SLIPPERS 
. 


No. C7305—Allsizes in stock 
Sfor immediate delivery. 
“aWrite for descriptive cir- 

cular of complete line of 

Rest - Rite Slippers. 
Athletic Shoe Co. 
914-34 N. Marsh- 
field Ave., Chicago 














SLIPPERS OF MEx 
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Merchandise Co™ 
at Popular * * 
Priees ‘ese 
SEND FOR LATEST CATALOG NOW 
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KOZY KOMFORT SHOE MFG. CO 1|70! Fict 
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* KENDALL * 


A sideline of 
BALLET 
SLIPPERS 
WILL PROVE 
A MONEY 
MAKER 


RIGHT 
AND LEFT 
BALLET 
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IN 
STOCK 
Orders filled day received 
SEND FOR CIRCULAR DEPT. C 


KENDALL SHOE COMPANY 
HAVERHILL, MASS. 
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Ballet Slippers | 





BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bio2 Bik. Kid Hand Turn 
Soft Toe 


Child’s 6 to 11—$1.35 

Misses 11% to 2— 1.40 

Women’s 2% to 8— 1.45 
Also Hard Toes 


SCHWARTZ & HERDER, Inc. 








Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 








Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 
catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























Rights and Lefts 
Two Grades 


Pat $1.45 sto 
1.86 1.80 1.25 


Im Stock 











BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 


600—(Top Grade) 1.45 1.40 1.35 
6 1.30 1.25 1.20 


o9— B 
Coast Prices Slightly Higher 


Brooks Shoe Mfg.Co. 


Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. Hill St. 


IN 
STOCK 





Lefts and Rights 


In Ne. 100— 
Ne. 500—Buck Sole 00 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicage 








In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 

BLOG SHOE CoO., INC. 
eet 


147 Duane Str 
New York City 














Billy Rogers’ First Day 


as a Shoe 


Merchant 


[CONTINUED FROM PAGE 55] 


“You ought to do something about 
charge accounts,” June remarked. 
“There’s been a lot of charge business 
today. I thought you planned to do a 
cash business, Billy.” 

“I did, so far as possible, but with 
people I know well, you can’t 
turn down your friends.” 

“That’s what I thought, me boy, when 
I ran a store. But I soon decided that 
it’s just as well for my friends to feel 
that they ought to pay cash. I lost a 
few dead beat acquaintances, but I 
saved a lot of money.” Captain Jacks 
rubbed his nose reflectively as he spoke. 

“That reminds me,” Billy said sud- 
denly. “Joe, who were those two people 
who had their shoes charged—two pairs 
of that Number 772 oxfords? You re- 
member asking me if they could be 
charged .. .” 

“Chee—if that don’t bite the cat’s 
ankle—I don’t remember their name. 
Didn’t you put it down, Mr. Rogers?” 

“Of course not,” snapped Billy. 
“They were your customers. Think 
man it means fourteen fifty to 


Bu think as they would, they could 
not remember the name. 

“Perhaps,” suggested June, “they’ll 
come in when they don’t get a bill.” 

“Ha, ha,” the Captain gave a short, 
mirthless laugh. 

“But,” persisted Billy, “isn’t the 
charge on your sales book? We agreed 
that every sale, whether charge or 
cash, was to be put on the sales slip.” 

“Sure, it’s there, but I forgot to put 
the name down. They were in a hurry, 
so I wrapped the shoes, intending to 
finish the sales slip after they left. 
But another customer was waiting .. . 
so . . .” Joe Rowe shrugged his 
shoulders. “Well, boss, it’s my fault; 
you can take it from my salary .. . 
if you’ll split it up over a month so’s 
I’ll have enough for my room.” 

“No,” Billy shook his head. 

“Why not?” This question came 
from June. “Joe made the mistake; 
someone has to lose by it.” 

But Billy was firm and said he was 
also to blame for not insisting on the 
rule, that under no_ circumstances 
should a pair of shoes be wrapped un- 
til the sales slip had been completed. 

“Very well, Billy,” June agreed, “but 
in the future—what about future er- 
rors?” 

“In the future,” Billy saw then what 
June had really been working up to. 
“In the future, the one who sends shoes 
out not properly charged will have to 
stand the loss.” 

“Me boy,” Captain Jacks had just 
fetched four pairs of shoes all neatly 
tied in separate packages. “These ’ere 
shoes are promised tonight. It’s now 
ten thirty.” 

“T’ll take them,” Joe Rowe jumped 
up. “Give ’em to me, and I’ll be the 
little winged Mercury, or whoever the 
guy was who grew pinfeathers on his 
feet.” His hat was on and he was half 
way to the door when June called out— 

“Are they charged, Joe?” 


“I—well, for the love o’ and 
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right away I forgot bonehead 
ere. 

“All right, sonny, all cash sales,” 
Captain Jacks laughed at Joe’s comica] 
disgust with himself. 

After Joe had left to deliver the or. 
ders, June said to Billy, “I noticed olq 
Mrs. Pfeiffer in today. Joe looked after 
her but she didn’t buy.” 

“Why not? I told Joe to always cal] 
me if he had trouble.” Billy scowled q 
little as he spoke. 

“He didn’t get a chance—she literally 
bounced out of the store—and I know 
why,” June added mysteriously. 

“Well, me gal, tell us, tell us,” 
snapped the Captain good humoredly. 

“Of course, Mrs. Pfeiffer’s a quear 
old thing—but she’s as touchy as .. .” 

“Some folks say—as Hell,” the cap- 
tain added with a desire to be helpful, 

“You’re not in the army now,” June 
reproved with mock severity. “Well, 
she’s as touchy as—anything. Joe had 
had trouble in fitting both feet and §- 
nally said, ‘It’s hard to fit you, lady. 
You see, one foot’s so much bigger than 
the other.’ ” 

The two men laughed. Then Captain 
Jacks said, “Of course, me gal, most 
people have mis-fit feet—but touchy 
folks don’t like to have their lop-sided 
feet thrown in their face, as it were.” 

Again a laugh. Then Billy added, 
“That’s true, but at Parker’s I got 
around it by saying, ‘Your left foot ap- 
pears to be slightly smaller than the 
right one,’ and it usually worked.” 

“That’s good, me boy, and I’m going 
to try it meself.” 

“And here’s something else we've got 
to be snappier on.” It was Billy who 
spoke. “We’ve got to see that every 
customer is spoken to the very second 
they come into the store.” 

“You can’t serve ’em all at once when 
they come in a rush,” objected the Cap- 
tain. 


66 OU don’t have to,” insisted Billy. 
“But it’s easy to say, ‘I’ll take 
care of you in a minute.’ ” 

“That’s right, Billy,” agreed June. 
“I remember being in one of those big 
department stores in Boston some time 
ago. I wanted some hose. Well, | 
waited at the counter—and waited. The 
girls were busy, but there was one at 
the end of the counter doing nothing. 
She looked at me, but never moved. 
Finally I walked to her and said, ‘Can 
you serve me?’ Well, she said, ‘No; ! 
ain’t selling them spechuls, lady.’ So 
I waited some more . . . and then left, 
feeling mad.” 

“And no wonder,” soothed the Cap- 
tain. 

“If anyone had spoken to me, I'd 
have waited, but I hate to be ignored, 
just as if I were a post,” June waxed 
indignant as she thought over the inci- 
dent. 

“T’]] tell you what we'll do,” Billy 
said, without making any comment on 
June’s story. “““When a customer comes 
in, we’ll say, ‘Good morning, Mrs. 
or ‘Good day, madam.’ See w 
mean?” 

The other two nodded. 


——— 
hat I 





Boor AND SHOE RSCORDER 
combining THE SHOp RETAILER, Sept. 





“Then,” Billy went on, “we'll add, 
‘Please take a seat. You shall be at- 
tended to right away.’” 

“That’s all right, me boy. But I say 
let us give ’em a shoe to look at right 
away. Why not have two or three dif- 
ferent kinds handy, so we can show "em 
something that should interest ’em?” 

June saw that Billy was forgetting 
some of the troubles of his opening day. 
Wise, quiet little June, with her golden 
hair and blue eyes, knew that what “her 
man” needed was courage and optimism 
_and she determined to help him over 
the bumps! 

“You had a good sale with that funny 
Mrs. Decie—tell Captain Jacks about 

“Nothing to it,” Billy shrugged his 
shoulders deprecatingly. “I used to sell 
her at Parker’s—she used to come 
there for his annual mark-down sale. 
She never can make up her mind what 
to buy. The trouble with her is that she 
ean never see that you can’t have the 
best qualities of all shoes in one pair.” 

“Well, when she came in, I tackled 
her myself. I showed her several pairs 
and we finally got down to five pairs. 
She’s an exasperating critter—but her 
money’s good. Then I put all the others 
out of sight. As she showed preference 
for one pair over another, I immedi- 
ately put the less liked shoe away. 
Then we got down to two pairs—and 
she couldn’t decide. So, in desperation 
I said, “Better take both pairs, Mrs. 
Decie, and get double satisfaction.” 

“What will you allow me off if I do?” 
she asked. “She’s Scotch, all right. 
They were those $4.75 specials, so I of- 
fered them for $9.35 the two pairs, and 
she bought them. 

“And only fifteen cents reduction!” 
exclaimed the Captain in admiration. 
“That’s a good sale, all right.” 

“Maybe—but I’m not so sure if it’s 
good business to cut the price. What 
do you think, Captain?” 

“I should say it was, for you sold 
two pairs in the time of one.” 

I wonder,” mused June. “Perhaps 
she'll feel that if she wants one pair in 
the future she can haggle on the price, 
and perhaps she’ll tell her friends that 
she a a 

or buying two i tg 
added Billy. . —— 

_“True—but I should think it best to 
give everybody exactly the same treat- 
ment. What do you think, Captain 
Jacks?” 
_“As usual, me gal, I think you’r 
right. But I’ve got an idea i Wie 
not offer a reduction for two pairs sold 
at the same time?” 

After some discussion they finall 
agreed that on shoes less than $5.00 it 
couldn’t be done. But on all over $5.00, 
a reduction of twenty-five cents could 

made in the price of the second pair. 

“But. I’d like to ask Parker about it,” 
said Billy, still puzzled as to whether 
or not it was good business. 

Suppose we go home—it’s eleven 
o'clock.” June jumped up, and the dis- 
cussion stopped. 

The Captain locked the rear door, 
While Billy locked the desk and put the 
day’s taking in his pocket. “I ought to 
get a safe,” he grumbled; “don’t like 
going home with so much cash.” 

Don’t then,” June smiled. “Do as we 
do at the Fretton Coal Company—or 
something like it. Stick the money in 


one of the shoe boxes—it’ll be safe 
there.” 





But Billy was stubborn. “All right 
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NOTE: Help Billy Rogers! ! 

What do you think of his idea 
of reducing the price of the second 
pair of shoes? 

Is it a good idea—or is it wet? 

Send your letters to the Editor 
for the benefit of Billy Rogers and 
the readers of the Boot and Shoe 
Recorder. 











for once, but if it leaked out I did that, 
I would come in some morning and find 
all the shoes piled up on the floor and 
the money gone.” 

After he left June at her home, he 
swung along the road to his own home. 
As he did he came upon Moreland—the 
man whose store he would not buy. 

“Good night, Mr. Moreland,” he called 


To his surprise, his competitor passed 
him without a word! Billy looked after 
him in surprise. 

“Wonder what’s biting him?” 
thought. 
petitors.” 
_ But Billy was to find out in the com- 
ing weeks more about Moreland’s feel- 
ings toward him. 


he 
“Perhaps he hates his com- 


New “Nunn-Bush”’ Store 


Cuicaco, ILt.—Nunn, Bush & Wel- 
don Shoe Co. has just opened in the 
Hamilton Club Building, South Dear- 
born Street, Chicago, their fourth re- 
tail store in Chicago, the other three 
being located at 42 North Dearborn, 
115 South Clark and 32 West Jackson 
Boulevard. 

The new premises embrace 2700 
square feet, and the store is under the 
direction of W. C. Young, district man- 
ager. Visitors are impressed with the 
real “clubby” atmosphere produced by 
the walnut wood walls and painted 
ceiling. 


Willis Buys Family Store 


CHERRYVALE, KAN.—John Willis has 
bought the Family Shoe Store of Cher- 
ryvale. This store handles footwear 
for the family, and also women’s hos- 
iery. Mr. Willis had charge of the 
Wells Brothers Commercial Company’s 
shoe department at Coffeyville during 
the past four years. Mr. Willis’ ex- 
perience in handling shoes covers a 
period of twenty years. He is much 
pleased with his set-up in Cherry vale 
and the opportunity it offers for ser- 
vice. 


“Bob Smart” Adds Special 
Construction Shoe 


MILWAUKEE, Wis.—Bob Smart Shoe 
Co., Milwaukee, makers of men’s welts, 
recently added a special construction 
welt shoe in their $3.50 line, cut from 
both calf and kid. Sales Manager Ray 
Baumgarner reports that his sales or- 
ganization has promptly grasped the 
new arch feature of this shoe and that 
the trade is evidencing appreciation 
with substantial orders. 
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WHERE TO BUY 
Children’s Shoes 


el 








IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chi 


cago 
1307 Washington Ave. 
St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Cataleg 








1156 Ne. Mala 6t. 








Breektes, Mass. 








DISTINCT TW EA 


Kiddicwelts and Fiddicmon 


SD 


eid 


WHERE TO BUY 
Shoe Forms 


i ei iid 








TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
ee oat case — 
ers easily seen when 
(FAIRY -LASTS) transparent ferm is in 
= shoes. 


THE SHOE FORM CO., Auburn, N. Y. 











A 


WHERE TO BUY 


Women’s Shoes 


EE 





CUSHION SHOES. 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 





ho 


A\y Bonpway 


CESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 








ie 


WHERE TO B 
Spats 


ie eel 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In_ All Selling Colors 
$10.50 to $18.00 ver dozen 
Samples on Request 
STAR Peat wens MFG. 


Howard and Norris Sts. 
Philadelphia 











WHERE TO BUY 


Wooden Beach Shoes 





WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


4.50 
A. H. RIEMER 
SHOE CO 


Manufacturers 








since 188 
Milwaukee, Wis., 
U. S.A. 
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WHERE TO BUY 


Dancing Taps 


lle et ie li i ee 


CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 
Price 20¢. Per Pair 
Brooks Shee Mfg. Co. 
Swanson and  Ritner 
Sts.. Philadelphia 
Los Angeles 
1162 So. Hill St. 














Western in Santa Barbara 


Los ANGELES, CAL. (UTPS)—Mark- 
ing number 36 in its link of shoe stores 
in the Western States, the Western 
Shoe Company recently opened a new 
establishment in Santa Barbara, at 730 
State street. 

H. B. Harris is in charge of the 
latest unit of the organization. In this 
territory the company has stores in 
Los Angeles, Hollywood, Pasadena, 
San Bernardino, Riverside, Alhambra, 
San Diego, Fresno, Long Beach and 
Santa Monica. 





The Modern Diana 


[CONTINUED FROM PAGE 45] 


Perhaps we are developing sharp 
changes of fashion-seasons, for Paris 
tells us, “This winter smart society wo- 
men will wear ‘back-to-ankle-skirts’ for 
evening, and at least ‘below-the-knee’ 
for daytime wear. The new lines are 
making the women look much softer,” so 
they say in fashion, and there we have 
the contrast between the “play-boy” of 


j}the summer and the “lady-lady” of 


winter. Two moods expressed differ- 
ently in footwear. 

Under the caption, “The Most Be- 
coming Season in Years,” R. H. Macy 
& Co., Inc., agrees with Patou’s en- 
dorsement of the higher-waisted longer- 
limbed silhouette, while counselling its 
customers against adopting too extreme 
versions of the new ideas. 

Twenty years ago it was necessary 
to be pretty to radiate feminine charm. 
The eye could not be too alert, the 
chin could not have too definite a line 
of determination and evidence of can- 
dor or naturalness occasioned raised 
eyebrows and behind-the-fan comment. 


HE emancipation of woman was cf 

very slow progress. The widespread 
publicity given to the importance of 
health fostered by medical authorities, 
teachings through clinics and founda- 
tions and the exploitation of the funda- 
mentals in hygiene, together with the 
emphasizing of the importance of re- 
creation and athletics by educational 
authorities made the way easy for wo- 
— to progress in business and sports 
ife. 

Perhaps the interest in athletics, es- 
pecially bathing, riding and tennis and 
golf, were primarily responsible in 
helping to develop this new woman. 
As she became more rugged and en- 
during, she indulged in daring feats 
such as aviation. With this new life, 
garments had to change. The first step 





Shoe Atmosphere in Novel 
“Birds Got To Fly” is the title of a 


recent novel by Ruth Blodgett, written | 


around an old shoe family in a shoe 
town. 

Rosanne, the heroine, who is a prod- 
uct of this modern day and age, finds 
herself wed into the Porter family. 
For a while she is content with the 
more-or-less humdrum existence in this 
quiet shoe town, but the monotony of 
constantly “living with shoes” begins 
to bore her. In an effort to relieve 
the situation, she carries on a flirtation 
with one of her brothers-in-law, with 
the result that the clan spirit, which 
exists in the Porter family is almost 
overtaxed in its desire to avoid scandal. 
After a climax which is not very un- 
usual, the heroine comes into her own, 
when she realizes that it is she and not 
shoes that is of paramount importance 
to her husband. 

To anyone in the shoe industry, this 
book should prove entertaining. It will 
also give them the opportunity of 
brushing up on their shoe trade terms. 
Miss Blodgett mentions Boot and Shoe 
Recorder on page 196 of her novel. 

Harcourt, Bruce & Co., New York, 
oO” publishers and the price is 
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was the casting off of unnecess; 

clothing and the adjusting of the style 
| to the occasion and the activity. 
universal acceptance of the new style 
expression was an extraordinar) 
forward. 

Woman uses clothes to expre 
natural attributes. If she is at} 
her clothese do not conceal th 
during the daytime. In the ey 
she uses clothes as a frame for :; 
ture and then paints the picture 
she wishes to express. All her 
are used to ingratiate the body 
with filmy lace, soft, clinging mat: 
jewels and harmonious foot 
Hence the importance of knowin 
activities and pursuits of the subt 
man of today that you may fashi 
her footwear which expresses her 
ing moods. 


Kirkendall Boot Factory 
Running at Capzvi 


OMAHA, NEB.—The Kirkendall 
Company of Omaha is now ope 
at full capacity, the first time fo: 
eral years. This factory makes 
ing except the military boots, p 
out two grades only. The one ji 
semi-dress or regular duty boot, 
the other is the full military dress 
There is a big call for the latte, by 
equestrians all over the United States. 

Glen Wharton, president of the com- 
pany, states there is now no difficulty 
in selling, but there is some in !wing 
able to fill orders as fast as desired. 
“We are now working a full comple- 
ment of employees on full time,” said 
Mr. Wharton, “yet find it difficult to 
meet the ever increasing demand.” 

F. Lawyer, vice-president 
manager of the company, is enjoyi 
three weeks’ vacation in the lak: 
| gion of northern Minnesota. 


Boot 
ting 
eyV- 
th- 
ng 
the 
hile 


0t, 





Epstein Bros. in Akron 


AKRON, OHIO—Epstein Bros., Cleve- 
| land, will open an exclusive women’s 
footwear salon, in the George S. |)ales 
building in South Main Street near 
| Bowery, it is announced. A long-time 
lease has been taken on a room in the 
Dales building and alterations to meet 
the needs of the shop is now in progress. 
The new shop will have entrance and 
window space fronting in South \ain 
Street and the shop proper will in 
South Howard Street, with entrance 
also to this street. 
Opening of the shop will take })!ace 
within the next three weeks. 


New Salt Lake Firm 


Satt LAKE City, UTAH—Th« 
Shoe Shop has been incorporate: 
for 1000 shares with a par va 
$10.00 per share. The new firn 
operate a store at 22 East Broa: 
in the women’s shopping district 
Ernest S. Weitz, who has been w'' 
Hirschman Shoe Company of thi 
as manager. Mr. Weitz is one 
incorporators. The store will be : 
soon. 
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BUILT-IN QUALITY 


Quality in footwear is not superficial 

. it is inbred and starts with quality 
materials. A good box toe is of the ut- 
most importance. Your customers will 


appreciate the smart toe style and the 





perfect toe comfort that Celastic Box 

Toes make possible . . . Beneath the 

exterior smartness of the well made 

shoe, Celastic—The Quality Box Toe 
will usually be found. 


United Shoe Machinery Corporation 


Boston, Massachusetts 











THE QUALITY 
BOX TOE 


U/C 
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U.B.P. Publications Broadly 
Cover the Following Indus- 
tries and Trades 


Metal Trades 
The Iron Age 
Hardware Trade 
Hardware Age 
Hardware Age Catalog 
Textile 
Dry Goods Economist 
National Dry Goods Reporter 
and Drygoodsman 
National Dry Goods Reporter 
Wholesale 
Shoes and Hosiery 
Boot & Shoe Recorder 
Hosiery Retailer 
Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Di- 
rectory 
Automotive 
Automotive Industries 
Automobile Trade Journal and 
Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Automotive Industrial Red 
Book 
Chilton Catalog & Directory 
Chilton Aero Directory and 


Zaess Lad 9) Catalog 
<; O 


il 

Oil Field Engineering 
Petroleum Register 

B Allen’s Superintendents Hand 


Book 


Toy World 
Plumbing & Heating 
we? & Heating Age 
Warehousing 
eo eee Distribution & Warehousing 
Insurance 
The Spectator 


P 
2 Toys 


Controlled by the 


United. Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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Petroleum Industry 
is a GIANT/ 


In production and pipe line equipment there is an investment of approx- 
imately $5,750,000,000. Over one billion dollars are spent annually for 
new construction, equipment and supplies—not including the purchase 


of raw materials. 


The latest available figures (1927) show: 


Annual expenditure for casing 


Rigging 

Engines 

Pumping Equipment 
Miscellaneous 


This more than one quarter billion of dollars rep- 
resent purchases directly made, or influenced by, 
engineers, superintendents, executives and field 
personnel. 


Oil Field Engineering, published monthly, is the 
engineering (production and pipe line transporta- 
tion) authority of the industry. Its long arm 
reaches out not alone to the oil fields of the U.S.A. 
but into the fields of all foreign countries where 
oil is commercially existent. Its paid subscribers 
compose the industry’s big purchasing and purchase 
directory power. 


Petroleum Register, published annually in June is 
an international directory, statistical record and 
equipment catalog of the industry. Presents de- 
tailed reports of U.S.A. and foreign companies,— 


$149,000,000 
54,200,000 
31,700,000 
27,100,000 
9,000,000 


$27 1,000,000 


producers, refiners, marketers, compounders, grease 
manufacturers, natural gasoline operators, pipe line 
oil associations, equipment makers, 


Cloth bound. Ten dollars per copy. 


companies, 
dealers, etc. 


Allen’s Superintendents Hand Book is a text book 
for production, pipe line, refinery and marketing 
executives. Published annually. Its 5000 edition 
is distributed, complimentary, to the individuals 
and corporations who are its logical recipients and 
who are potential purchasers of every kind and 
character of equipment used in all branches of the 
industry. 


Detailed information on any or all of our three oil 
publications will be furnished promptly on request 
to 


Chilton Class Journal Company 
Chestnut and 56th Sts., Philadelphia, Pa. 


Controlled by the 
United Business Publishers, Inc. 
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THIS MAY BE 
YOUR OPPORTUNITY 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











A LONG ESTABLISHED and 
Manufacturer of women’s fine t 
in Los Angeles, desiring to expand ea 
alesmen Wanted W TED Rockies, wants the services of a h 
man to represent them in the Chicago 
. Shoes can be comfortably retailed at 
An unusual opportunity for real A Class A shoe salesman for Willing to advance small drawing 
salesman to carry line of men’s established territory in South- —. “- Ein Sie Los A Rd, 
work and dress shoes; children’s eastern New York. Preference nia. j sa 
stitchdowns; growing girls. The : : ————— 
“ 4 ann will be given toa salesman now 
following choice territories are a ° A ATIONALLY known organizatio: 
open: Southern Chicago, Texas covering this section with a gen- three we one in Atlantic 
> ° . . . two in Middle West to form Nucl 
Michigan, Kentucky, Tennessee, eral line. Write Hurd Shoe Co., Division, marketing recently develop: 
Oklahoma, Virginia, Delaware, Inc., Utica, N. Y., giving full in- of shoe manufacturers. Thorough 


r ° . . . sh manufacturing essential, bli 
Maryland. Drawing accuunt given. formation as to lines carried, pase ips ces 1 A eta 





J contacts with shoe manufacturers 
Address B-295, care Boot and amount of shipments the last two Salary $3000. to $3500. per year a 
Shoe Recorder, 239 West 39th years, age and at least two re- nee re am BUT limited to men 
Street. New York, N. Y ibl f substantially raising their earning | 
’ 9 Ne Be sponsible relerences. that range. Give outline of educatior 
ness background, age and other p 
formation. Applicants must be 
interview by September 18th. 
care Boot & Shoe Recorder, 
Street, New York, N. Y. 


Th Live Wi SALESMAN WANTED ANT LIVE WIRE SALESMAN 
ree Live Wire W 
td ty a and 7 — sissippi, icin and Western 
sylvania, by manufacturer of we nown ll seve 
Shoe Salesmen ond of hoys’ vara a wt had , R.: Mong 
; * * Dittc. asis. expenses advan only. ou opportunity for big earnings. Give 
For Chicago, Cleveland and Pitts consider placin side line with the in first letter. Man Gold Shoe Co., 


burgh Territories to sell complete Had party, Addresx B-298, bat ington Ave., St. Louis, Missouri 


line of large New York whole- West Madison St., Chic 

/ ‘ . 9 ago, Til. MENT ow hl 

saler, featuring women’s and chil- : eran yonet Pi sepetable 
dren’s popular _priced novelties. Welt and Turn Shoes. Stock carri 

Interested only in men with fol- a+ spenatoteaver fae gos complete Lay > and high <¢ 
i los igh grade stitchdown shoes offers a splen ritories, ew or City, Connecti 
— and good — W rite did sideline proposition to Salesmen with an sylvania, Delaware, Maryland and stat 

ully, giving complete details, to established retail trade. Commission basis only. and Middle, West. Replying state 

x tate territory covered and give references in carried, volume of business and 

age B on 339 For = first letter. Address B-289, care Boot and Address B-314, care Boot and Sho 
shoe Necorder, < est ot Shoe Recorder, 239 West 39th St., New York, 239 West 39th St., New York, N. \ 
N. Y - 


Street, New York, N. Y. - ¥. 
nae ee ee ite 
7 . a popular rice novelt uckles 
WANTED—Live wire young shoe Salesman Many territories. Write Tetlestone 1 
with established trade, to carry as side line Boot & Shoe Recorder, 214 So 
WE have an opening in several territories for in Northern Texas our well known extensively Philadelphia, Pa. 
sideline shoe salesman, to carry a com- advertised line of Hapytoz Turns, Stitchsteps 
siete. line of spats, rhinestone ornaments and and Stitchdowns. All numbers stocked. High- ALESMAN to sell in stock line 
cut steel buckles of our own make. Address est commission paid. Real opportumity for pro- novelties to retail at $5.00 and $6 
B-270, care Boot and Shoe Recorder, 239 W. ducer. References required. W. C. GOOJ)- missions paid weekly references req! 
39th St., New York, N. Y. GER, Inc., Rochester, N. Y. dress B-316, care Boot and Shoe 
239 West 39th St., New York, N. Y 





















































WANTED—Experienced salesman to cover ts sae . 

Detroit Vicinity, selling on commission E HAVE territory open for a 
salesmen. Our Kid Slippers with padded women’s line of Special Process arch support ™ up-to-date side line salesmen to « 

leather sole, covered heels, are - specialty. footwear. Carried in stock. Give references. high grade line of Soft Soles, acme 


M. THOMAS & SONS, Garfield, N. J. THE TILL SHOE CO., Owego, N. Y. downs. Commission 10%. J. 
Rochester, N. Y. 


WE have several territories open for sideline 





FOUR pe Boa ovauns 
FOR FSTERN STATES 
°ce + 2 One of largest and best known man: 
Classified and Opportunities Department ot House, Slippers ia Turns, D’Ors 
and . ye also oa = : 

strong and attractive line of leath« 
RATES AND OTHER INFORMATION fabrics and felts in snappy and up-t 
and patterns for men, women, misses 

Copy must be received at the Boot and Shoe Recorder, 239 West 39th — has four splendid positions 
St., New York, N. Y., on Monday of the week of publication in order perienced and go-getter salesmen, t: 
that advertisements be published same week. Otherwise insertion automobiles and who are anxious to 

will be put over to the following week’s issue. gently, can assure themselves_of . 
POSITIONS WANTED When advertisers desire answers to er “ — ee, Sore 

4c per word. Minimum Charge 75c. come in our care twelve words must Wisconsin ee ea non 1 
LINES WANTED be allowed for address. When adver- in dente . teed complet 
4c per word. Minimum Charge 75¢ tisers desire replies forwarded direct an ae Galea Adie 1317 

‘ F to their address each word of their aad Ghne Wakester 239 West abd 

ALL OTHERS address must be counted in the adver- York. N. ¥ esata 

7¢ per word. Minimum Charge $1.25 tisement and paid for accordingly. > nm He — 
ALL DISPLAY SPACE Payment in advance is required, ex- ALESMEN wanted for hovs aul 
Five dollars per inch. Allow 45 cept when regular advertisers, as lot stock pronosition. Goad salar 
words to an inch amounts are too small to open accounts. aioe. AMicess 1.529. Rect and Sh 

: 239 West 39th St., New York, N 
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FOR RENT 




















New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
oflices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 


the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 


FOR SALE 





OR SALE—Shoe 
North Carolina. 
ular brands, 100% 
dress B-327, care 
239 West 39th St., 


Store in the best City in 

Enna Jetticks and other pop- 

location, moderate rent. Ad- 

Boot and Shoe Recorder 
‘ 


New York, 








WANTED TO PURCHASE 














—_—_—- 


EST NEW_YORK, Store 18x80, modern 

front, 100% loéation, opposite Beck and 
Rival, sirable lease, for information write 
DAVID H. KRAFT, 102 Madison Ave., New 
York ( 


—— 
= 


USINESS OPPORTUNITY 


PART® ER wanted by established manufac- 

turer making a ‘ge priced line of in- 
fants, childrens, and misses shoes, in middle 
West. ( apital required $10,000. Address B-328. 
care Bort and Shoe Recorder, 239 West 39th 
St., Ne York, N. 











Footwear Executives Wanted 


Substantial steady income assured, 
experienced shoe or rubber men, 
with cash, services. Organizing, 
establishing New Profit Sharing 
Footwear Factory. Proven non- 
competitive Sales Producing Plan, 
preassures success and growth of 
enterprise. Patented superior prod- 
ucts, nation-wide market, live de- 
mand. Good positions. Investment 
secured, doubled first few years, 
repeated next. Lifetime opportu- 
nity Stand rigid investigation. 
Reply fully, amount investment, 
confidential. Particulars, mail or 
interview. 

Address B-318, care Boot 
Recorder, 239 West 
York, } 


and Shoe 
39th St., New 














POSITION WANTED 


OSITION WANTED—Somewhere there is 

a shoe dealer who necds a REAI shoe man 
—a man above the average—capable—aloso- 
lutely honest — high morals — affable — clean 
dresser—hard worker—fast foot fitter—-thor- 
oughly experienced in corrective work—familiar 
with all leading makes arch support shoes. This 
dealer would be willing to pay such a men at 
least $40 per week to start and more lJater 
when convinced he was worth two ordinary 
clerks in his store. Have had 17 years both 
small town and big city experience and still a 
young man (38) healthy and vigorous. Will 
g0 anywhere between California and Ohio pro- 
vided real opportunity exists for future if 
mutually satisfied. Address B-305, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 


A LIVE WIRE SHOE BUYER-MANAGER. 
15 years’ experience, 10 years with De- 

partment Stores, and 5 years in business for 

myself. Willing to go anywhere. Address 
oat care Boot and Shoe Recorder, 239 West 
Sth St., New York, N. Y. 


+ __ 


THERE IS SOMEWHERE a progressive con- 
cern that needs the services of an experi- 
enced Shoe Man. Can take complete charge 
of store, dept. or stock (without waiting on 
general trade). Can handle orthopedic dept. 
ake own supports to individual impression. 
Married, good character, steady, industrious— 
g0 anywhere—Middle <West preferred. _Ad- 
dress 13-319, Boot and Shoe Recorder, 189 West 
Madison St., Chicago, Til. 
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TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 

Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 


Telephones Canal 6874 and Canal 0655 











POSITION WANTED 





MAN—For a number of years man- 

aging chain stores throughout Ohio, fully 
competent, reliable and familiar with modern 
methods of merchandising, wishes to make a 
change. Address B-320, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y 


A LIVE WIRE Shoe 


S HOF 





buver and Manager, 12 

years of experience, 10 years with a lead 
ing Dept. store, and two years in business for 
myself, willing to go anywhere. Address B-321, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


XPERIENCED retail shoe 

nection with good firm as manager, assistant 
or salesman. Experienced as buyer, manager 
and orthopedic fitter. test of references. Penn 
sylvania preferred. Address B-322. care Boot 
and Shoe Recorder, 239 West 39th St.. New 
York, N. Y. 





man desires con 


HIGHEST ‘CASH PRICES 
PAID 


fer shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 
MAX GLAUBERG 
64 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 0352 





POSITION WANTED 

Tn a Wholesale Shoe Tlouse, any department. 
Ilave worked for one concern 25 years, now 
liquidated. Can furnish the hest of references. 
Address B-323, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 

AVE YOU AN OPENING for an experi 

enced manager and shoe buyer of high 
grade shoes? Available immediately—high class 
man. Will go anywhere in East. Age 35 
20 years’ experience. Write fully to Box B-324. 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 








POSTTION WANTED 

Experienced ORTHIOPEDTC salesman ac 
customed to hich class clientele, wishes con- 
nection with high grade shoe or department 
store in Newark, New York City or Brooklyn. 
Dependable references. For further particulars 
address B-325. care Boot and Shoe Recorder, 
239 West 39th St, New York, N. Y. 





LINE WANTED 


ALFSMAN familiar Southeastern 

desires women’s novelty line. 
Atlanta. William Sullivan, 4th National 
Bldg., Atlanta, Georgia. 





trade. 
Headquarters, 
Bank 








FOR SALE 


AMPLE DISPLAY CASES—Will sell two 

good-sized, curtain-door shoe sample cases, 
together or singly. GEORGE W. JIMENEZ, 
60 South Street, Boston, Mass. 








OMEWHERE there is someone who desires 

to start in the retail shoe business. One 
of my clients has a very high grade shoe re- 
pair business, that is paying the expenses of 
the store but there is a wonderful opportunity 
for someone to step in and add _ shoes, the 
sales of which should be all velvet on account 
of the repair business. Large store so that 
shoes can he carried, situated in a growing 
town drawing 100,000, near Boston, excellent 
location. low rent. Owner will sell at cost as 
other interest demands his time, you need 
$3,000.00 to buy his equipment and _ stock. 
Can arrange agency for the two fastest sell 
ing lines on the market. Address B-326. care 
Boot and Shoe Recorder, 239 West 39th St.. 
New York, N. Y. 
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If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 

















MERCHANTS’ NEED 








Rolling Step Ladders 


Enable you to resch your 
highest shelves convenient- 
ly. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

















SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special mer- 
chandising events for men, women and children. 


SAMPLBS UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 

















MERCHANT 


S’ NEEDS 



























o 


POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 











ESTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263- a1 LEXINGTON AVE , BRODKLYN, NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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STORE zur RS 
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IT 


y Insure 


chandise. 


with convenient 





with ease. “Both hands» 
free to remove or 
replace stock without 
danger of falling. , 


Trolley and Truck 
Wheels eliminate noise 


able for stock p 
design—nicel 
ousands 
Circular on 
request. 


shelf service for 

any line of mer- 
ae —_ / 

steps, properly spac 
ps, DP full 


length handholds on both 
sides of = permit 


Cushioned Tired G@ 

tion. Erection as simple as A 
small space. Make top shelves safely avail- 
finished—any height ceiling. 


me REMVERS & -2RO.ce. 
SHLAND, O 
(PumPS-WATER svevens- HAY TOOLS - coon coomnanal 
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| 1 Bt 
WINDOW le 


DISPLAY FIXTURES 
Anade by 


ny 4 prevent vibra- 
B,C. Utilize 


One style—neat of 


in use. 








That you can buy o 





Do You Know? 


the “Where to Buy” 
feature in its quick service is a time 
saver in meeting immediate needs. 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS | 


r sell it through 
column. This 



















. SEND FOR CATALOG, 
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600 Rooms 


Single Rooms 
Double Rooms ....... 
Single, private bath 
Double, private bath 


Circulating Ice Water 











{CHESTERFIELD 


150 Wess 4 490 5 St near Denes Sq 


Special Weekly Rates 


COURTESY .. COMFORT . . CONVENIENCE 





4 My 


“Greeley” and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 







For many years Greeley Bou- 
doirs in black and colored 
leathers, with leather or 
rubber heels, have been 
accepted by the national 
trade as the standard. 


IN 
STOCK 


A. W. GREELEY 
















12 Duncan 8St. - - Haverhill, Mass. 
Y% Boston office, 78 Ldncoln Street vt, 
yr Mz. Corrine axp Mm. Cazes KI 





No More Copies of the 


Shoe and Leather Lexicon 
The present edition of the Shoe and Leather Lexi- : 


con is exhausted. No more copies of this shoe | 
and leather trade dictionary will be available until 

a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
| 2» West 39th Street New York, N. Y. 
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Bousiness 
BS AROMETER 


Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 








Business Changes 


FLORIDA — Miami—Sam_ Goldstein, boots, 
shoes and leather findings ; removed to Columbia, 


. C. 

8. EORGIA—Fort Valley—Sam Arenson, boots 

and shoes ; moved to Vidalia. 
ILLINOIS—Chauncey—Poland & Albert, boots, 

shoes, etc.; partnership dissolved; succeeded by 
in Poland. 

“Mase -Lewis Botowsky (Est.) (212 E. 43rd 

St.); boots amd shoes; succeeded by Esther 


otowsk y. 

“oo Feldman (J. Field Bootery) (2438 W. 
Madison St.), boots and shoes; reported sold or 
closed out business. 

10WA—Pella—Vanden Oever & Vanden Berg, 
boots and shoes; succeeded by Two Vans. 

Lawrence Van Rees, boots and shoes; will 
merge with Fred W. Van Rheenan as The Vogue. 

MARY LAND—Baltimore—David Felser (913 
W. Baltimore St.), boots and shoes; succeeded 
by D. Felser, Inc. 

MASSACHUSETTS—Boston—Jayeff Shoe Co., 
Inc., boots and shoes; inc. authorized capital 
$10,000. 

Leo Weingarten (Leo’s Shoe Store) (2179 
Washington St.), boots and shoes; recently com- 
menced business. 

Osgood Shoe Manufacturing Co., shoe manu- 
facturers; inc. authorized capital $100,000. 

MICHIG AN—Detroit—Witchell-Sheill Co., shoe 
manufacturers; reported sold or closed out bust- 


ness. 
MINNESOTA—Aurora—M. E. Feldman, boots 
and shoes ; removed to Ely. 
MISSOURI—St. Louis—Spizer’s Men’s Shops, 
boots and shoes; inc. authorized capital $10,000. 


NEW YORK — Brooklyn — Cantilever Sales 
Corp., boots and shoes; recently incorporated. 

Empress Turn Shoes, Inc., shoe manufacturers ; 
ine. authorized capital $20,000. 

E. H. Julius, Inc. (5121 Fifth Ave.), boots, 
shoes, etc,; succeeded by Herman’s Army & 
Navy Stores, Inc. 

Marans and Shaw (43823 and 5123 Third Ave.) 
(7223 Fifth Ave.) (8478 86th St.), boots and 
shoes; succeeded by Herman’s Army & Navy 
Stores, Inc. 

Harry Dave, Inc., boots and shoes; inc. author- 
ized capital $10,000. 

Green Bros. Hallbreich (504 Fifth Ave.), boots 
and shoes; discontinued here but will continue 
at Jamaica. 

Master Footwear, Inc., boots and shoes, recent- 
ly incorporated. 

Physical Culture Sales Co., boots and shoes; 
recently incorporated. 

Non-Pareil Lea. Goods, 
mfgs.; recently incorporated. 

OHIO—C 1 LK Madi 


Inc., leather goods 


shoes, 





Co., boots, 
etc.; inc. authorized capital $50,000. 

PENNSYLVANIA — Philadelphia — Matthew 
Cantor (72 N. ‘Fourth St.), wholesale boots and 
shoes; reported liquidating. 

Louis Harrison (404 S. Sixtieth St.), boots 
and shoes; succeeded by Harrison’s Shoe Store 
(Max and Lena Sacks). 

David Bernstein (6217 Market St.), boots, 
shoes, etc.; reported sold or closed out business. 

VIRGINIA—Marion—S. Luckman, boots and 
shoes; removed to Saltville. 





Failures, Embarrassments, Etc. 


ILLINOIS—Champaign—Swerinsky Bros. (St. 
Louis Bargain House), boots and shoes; reported 
offering to compromise at 25 per cent. 

Chicago—Levy Bros. (Carl Levy) (606 S. State 
St.), boots and shoes; reported petition in bank- 
ruptcy. 

Jacob Polakov (728 Maxwell St.), boots and 
shoes; reported petition in bankruptcy. 

Sterling—J. R. Bell & Co., boots and shoes; 
reported petition in bankruptcy. 

Blumenfeld Co. (11441 Michigan Ave. and 
branches), boots and shoes; reported petition in 
bankruptcy. 

Joseph Feldman (J. Field Bootery) (2438 W. 
Madison St.); boots and shoes; reported jpeti- 
tion in bankruptcy. 

Sam F. Wolf (3540 Montrose Ave.), boots and 
shoes; reported petition in bankruptcy. 

Forest Park—Perry Kallison, boots and shoes; 
reported petition in bankruptcy. 

Mt. Carmel—Stuart Smith, boots and shoes; 
reported petition in bankruptcy. 

Pontiac—George W. Wilder 
Store), boots and shoes; reported petition in 
bankruptcy. 

INDIANA—Gary—Ruben Titlebaum (Broad- 
way Bargain Store), boots, shoes, etc.; reported 
petition in bankruptcy. 

LOUISIANA — New Orleans—A Cassanover 
(2044 Magazine St.), boots, shoes, etc.; reported 
offering to compromise. 

NEBRASKA — Geneva — Chenoweth & Co., 

» Shoes, etc.; reported petition in bank- 
Tuptey. 

Camden—Arnell Shoe Co., Inc. (1142 Broad- 
way), boots and shoes; reported called meeting 
of creditors. 

NEW JERSEY—Bridgeton—Philip Shapiro, 
boots and shoes ; reported offering to compromise, 
, Plainfield—Nathan Suffness, leather and find- 
ings; reported petition in bankruptcy. 

NEW YORK—New York City—Rosen’s Boot 
Shop (Jacob Rosen) (1787 Westchester Ave.), 

s and shoes; reported asking general ex- 
tension. 

Rochester—Jerry Disparti (290 Penn Ave.), 

and shoes ; reported petition in bankruptcy. 

OHIO—Canton—Frank Shoe Co., Inc., whole- 
sale boots and shoes; reported offering to com- 
Promise at 20 per cent. 


(Wilder’s Shoe 
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WISCONSIN — Menasha — Kuester’s Bootery, 
boots and shoes; removed to Neenah. 
OHIO—Columbus—Meyer C. Monett (3 E. 


State St.), boots, shoes, etc.; reported receiver 
appointed. 

PENNSYLVANIA — Allentown — Arnell Shoe 
Co., boots and shoes; reported called meeting of 
creditors. 

Shirley Shoe Shop; boots and shoes; reported 
called meeting of creditors. 

Easton—Vanity Shoe Shop, boots and shoes; 
reported called meeting of creditors. 

Hughesville—Ellis Herr, boots and shoes; re- 
ported petition in bankruptcy. 

Lancaster—R. & L. Shoe Co., boots and shoes; 
reported called meeting of creditors. 

Lewistown—J. L. Elfonte (Boston Stores), 
boots and shoes; reported called meeting of 
creditors. 

Philadelphia—Morris Feinberg (211 South St.), 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Gloria Shoe Co. (1500 Pt. Breeze Ave.), shoe 
manufacturers; reported offering to compromise 
at 15 per cent. 

Minnie Rosman (R. & L. Shoe Store) (10 S. 
52nd St.), reported called meeting of creditors. 
Gloria Shoe Co. (1500 Pt. Breeze Ave.), shoe 


manufacturers; reported called meeting of 
creditors. 
SOUTH CAROLINA — Charleston — Louis 


Jacobs (Jacobs Shoe Store), boots and shoes; 
reported petition in bankruptcy. 


WASHINGTON — Spokane — Bon Ton, Inc., 
boots and shoes; reported failed. 
WISCONSIN — Racine — Wilfred H. Halle 


(Modern Shoe Store), boots and shoes; reported 
petition in bankruptcy. 


New Shoe Dealers 


Shelby, Mont.—Davis, Wheeler & Co. 

Blackwell, Okla.—Garfield’s, 119 N. Main St. 

Harrodsburg, Ky.—Louisv'lle Dry Goods Co. 

Shawnee, Okla.—Mammoth Department Store 
(basement). 

Brunswick, Ga.—W. T. Grant Co., Glouster & 


Richmond Sts. 


Belleville, 
High Sts. 

Crisfield, Md.—W. T. Grant Co. 

Kansas City, Mo.—Berland Shoe Stores, Inc., 
1206 Main St. 

Nashua, N. H.—-Montgomery Ward & Co. 


Ill.—W. T. Grant Co., Main and 
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Covington, Ky.—Montgomery Ward & Co. 
(soon). 
Manchester, N. H.—Sears, Roebuck & Co. 
Washington, D. C.—Sears, Roebuck & Co. 
Columbus, Kans.—C. D. Thrift. - 
Redlands, Cal.—J. C. Penney Co., Fifth and 
State. 
Covington, Va.—J. C. Penny Co. (soon). 
Pittsboro, N. C.—W. W. Jones & Sons. 
Blanco, Cal.—Edmund Gardner. 
Arlington, Ore.—Theodore Shell. 
Atlanta, Ga.—Enna Jettick Boot Shop, Inc., 
134 Peachtree St. 
Greenville, 8. C.—Moskins Clo. Co., Main and 
Washington Sts. 
Cumberland, Md.—Lynn H. Wiefield. ’ 
Chicago, Ill.—Bata Shoe & Lea. Co., Capital 


dg. 
Chicago, Ill.—Bata Shoe & Lea. Co., near 63rd 


and Halsted. zs 
Chicago, Ml.—Bata Shoe & Lea. Co., 47th 


t. 

Cicero, Ill.—Bata Shoe & Lea. Co. 

Brooklyn, N. Y.—Master Footwear, Inc. 

New York, N. Y.—K. & C. Shoe Co., 109-15 W. 
26th St. 

New York, N. Y.—R. & Z. Shoe Corp. 

Brooklyn, N. Y.—Harry Dave, Inc. 

Marbury, Ala.—Robinson Department Store. 

Dothan, Ala.—Globe Department Store. 

Tabor, Iowa—Tabor Department Store. 

Frontier, Mich.—B. Mason. 

Gettysburg, Ohio—Werner Romer. 

Mesa, Ariz.—Harold Chaney. 

Avondale, Ariz.—Unity Stores. 

Jamestown, N. D.—S. & L. Mer. Co. 

Delaware, Okla.—Fred Benage. 

Cumberland, Md.—Lynn H. Wigfield (soon). 

Peekskill, N. ¥.—Posey, Miller & Gilbert, Inc. 

Brooklyn, N. Y.—Ramona Shoe Co., Inc. 

Rochester, N. Y.—Style-Arch Rochester Boot 
Shoppe, Inc. 

Lockport, N. 
Shoppe, Inc. 

Southhampton, N. Y.—R. Glass Shoe Co., Inc. 

San Pedro, Cal.—Gus Kroesen, 514 Beacon St. 

Valdosta, Ga.—Dave Minson, 120 N. Ashley St. 

Terre Haute, Ind.—Behymer & Gottschalk 
Shoe Corp. 

Pontotoc, Miss.—W. M. Wheeler. 

Aurora, Neb.—J. C. Penney Co. 

Britton, 8S. D.—J. C. Penney Co 

Clarksville, Tenn—Montgomery Ward & Co. 

Scottsbluff, Neb.—Montgomery Ward & Co., 
1615 Broadway. 

Pampa, Tex.—Montgomery Ward & Co. (soon). 

Mt. Sterling, Ky.—J. C. Penney Co. 

Glasgow, Ky.—J. C. Penney Co. 

Velva, N. D.—J. C. Penney Co. 
ane N. H.—Miller’s, Inc., 74 N. Main 
t 


Y.—Style-Arch Lockport Boot 


Chickasha, Okla.—Isom Stores, 311 Chickasha 


Henderson, Ky.—-Montgomery Ward & Co. 

Morganton, N. C.—Belk Brothers. 

Ottumwa, Kans.—John Meek. 

Alva—Okla.—F. S. Reed Co. 

San Francisco, Cal.—V. A. Metzger, Ltd., 137 
Grant Ave. 

Los Angeles, Cal.—D. Goldstein, 2128 Brooklyn 

ve. 

Burbank, Cal.—M. S. Sugarman. 

Olive, Cal.—Jos. Figorney. 

Los Angeles, Cal.—A. Pozil, 2013 Westwood. 
— Angeles, Cal.—Louis L. Fox, 6808 Central 

ve. 

Calwa, Cal.—B. G. May. 

Orleans, Cal.—Fred Gent & Co. 

Baker, Ore.—John A. Trotter Co. 

Bowmont, Idaho—A. M. Hall. 

Brewster, Wash.—C. E. Blackwell & Co. 

Connell, Wash.—Thos, Hinr‘chs & Son. 

Curtis, Wash.—W. E. Cook. 

Disautel, Wash.—Omak Trading Co. 

Skamania, Wash.—R. A. Love. 

Reeman, Mich.—-Paul Brink. 

Ionia, Mich.—-Johnson Shoe Co. 

Marietta, Wash.—Wanemaker Store. 

Oakland, Ore.—A. D. Thompson. 

Pacific City, Ore.—Gillman General Store. 

Sunnyville, Wash.—Frank Vetter. 

Bellingham, Wash.—-M. C. H. Shoe Co., Inc. 

Seattle, Wash.—Harold Shipp, 2117 N. 45th St. 

Aberdeen, Wash.—Washington Patent Shoe 
Co., 413 E. Heron. 

Longview, Wash.—Thrift Service Store, Mills 
Bldg. 
Connell, Wash.—-Thomas A. Hinrichs. 
Meridian, Idaho—E. S. Hart. 








Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 








A Buying Guide to 


BOOTS AND SHOES 


Abbott Shoe Co., N. Reading. Mass 
Air-O-Pedic Shoe Co., Boston, Mass. 
Alden, C. H., Abington, Mass 
Athletic Shoe Co., Chicago, Ill 


Berkshire Footwear Corp., Holliston, Mass. 115 
Bleecker Shoe Co., New York City 74 
Blog Shoe Co., New York City 

Bond Shoe Co., New York City 

Brass Bros. & Feinroth, New York City. . 2 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 114, 116 
Brown Shoe Co., St. Louis, 66-6 
Burkley Shoe Co., Brockton, Mass........ 
Burns, J. R., Shoe Co., Endicott, N. Y... 


Capezio. New York City 

eo Grove Shoe Mfg. Co., Cedar Grove, 
is. 

Central Shoe Co., St. Louis, Mo. 

Chapline-Mayer Shoe Co., Milwaukee, Wis. 

Chase, W. S., & Co., Haverhill, 

Clapp, Edwin, & Son, Inc., E. Weymouth, 
ass. 

Colt Cromwell Co., New York City 

Commonwealth Shoe & Leather Co., Whit- 

man, Mass. 

Concord Shoe Co., New York City 

Crescent Shoe Co., New York City 

Crossett Shoe Co., Boston, Mass. 42 

Curtis, Stephens, Embry Co., Reading, Pa.10-11 


Drew, Irving, Co., Portsmouth. Ohio 83 
Dryzer & Rosenberg, Inc., New York City = 
Duane Shoe Co., New York City 

Duttenhofer, Stanley Shoe Co., Cincinnati, 


Ebberts, John, Shoe Co., Buffaio, N. Y... 115 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


HE cycle of the cobbler still exists in 
To sella’ da’ shoe, to 


bread—to 


the shoe trade. 
buya da’ 
to sella da shoe, etc., 


getta’ da’ mon’—to 


getta’ the strength- 
etc.—methods and records only will change 
it. 

E. Gamlen of San Francisco gives us 
for the issue, next week, a retail method 
of inventory as applied in Frank Werner’s 
is known, every sale 
department 
The reason why the merchant 


store. Every pair 


recorded, and figured 
separately. 


is seven steps ahead of the cobbler is be- 


every 


cause of the merchant’s knowledge of the 
difference between cost and selling price. 

This one article, in this one issue alone, 
if adapted to all retailing, would abolish 
the losses through waste motion of men 
and goods at the most important point, in 
public’s ac- 


the store, just prior to the 


ceptance of the goods. 


shoe 


ERHAPS the finest 
in the world opens up in San Fran- 


department 


cisco. We show the pictures in next 
not to make shoe men en- 


Who 


says the shoe business is not a real busi- 


week’s issue, 
vious but to make them emulate. 


ness? Show them the pictures. 





INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vuleanizes the outersole to the 


innersole .... 


One pliant unit that will neither crawl, bunch nor squeak . . . A firm, even 
tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
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Substandards 
or Seconds In 


Ladies Full 


Fashioned Silk 


Hosiery Cannot 


Be Stamped 
with This Hall 
Mark— 





HE customers may be fooled by 
substandards but no one can be 
in doubt about a_ stocking 
stamped hdi First Quality. 


It is not difficult to meet cheap price 
competition when you can point to 
the hdi Hall Mark of First Quality. 
The Hosiery Distributors Institute, 
Inc. has given the full fashioned hos- 
iery industry this symbol of integrity 
under which all first quality hosiery 
may be grouped apart from hosiery 
that does not qualify as first quality. 


And once these two groups are sep- 
arated, the most serious problem of 
the hosiery business is solved. They 
cannot be separated until either the 
makers of substandard goods mark 
their goods “substandards” or the 
makers of first quality identify their 
product as first quality. 


We know that where the intent is to 
confuse the customer, substandards 
will not be marked. 





y\YA FL 
QUALITY 





itis The 
Symbol of 
FIRST 
QUALITY 
ONLY 











REG. U. 8. PAT. OFF 










It therefore becomes important that 
first quality be so marked. 


The cost of using the hdi Hall Mark 
is so small that the manufacturer does 
not add it to the price of his goods. 
But for this small! cost, the manufac- 
turer insures his goods, his customer 
and his customer’s trade against the 
harmful effects of substandard goods 
being sold in great quantities on the 
basis of First Quality. 


Women are already expressing pref- 
erence for hosiery stamped hdi First 
Quality. 


If you are not an hdi retailer, you can 
be one by specifying the hdi Hall 
Mark on your first quality Full 
Fashioned Silk Hosiery. It is avail- 
able to all manufacturers of Full Fash- 
ioned Silk Hosiery. 


For further information apply to the 
Hosiery Distributors Institute, Inc., 
15 Vanderbilt Avenue, New York, 
Harry A. Einstein, Managing Direc- 
tor. 
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irs time FOR AW TOTALLY h 


and here it is... in 


America’s first smart seam 
ROMILLA SMOOTHSEME, perfected after years of research and experi- 
ment, marks the first Fundamental advance in full fashioned hosiery construc- 
tion in fifteen years. It replaces the old full-fashioned seam by a fine, flat, 
smooth seam of outstandingly distinctive design and beauty. 


The tailored trimness of hemstitching — 


beautiful to look at 


In appearence, SMOOTHSEME looks like hemstitching. . . . a lattice line of 
tiny apertures. Its trim and tailored elegance gives full-fashioned hosiery 
that little touch of perfection it has so long lacked — that touch so much in 
harmony with the modern trend in women’s dress. 


Stays straight on the leg 
Because SMOOTHSEME is a flat and ridgeless seam instead of the usual 
round, raised one, it helps prevent the stocking from twisting and turning 
awry on the leg — a most welcome advantage to fastidious women. 


Luxurious comfort for sole and heel 


The fine, ridgeless seam of 
SMOOTHSEME brings utmost com- 
fort to the sole and heel of sensitive 
feet. There can be no pressure 
dents such as many women endure 
with ordinary full-fashioned hosiery. 


SMOOTHSEME is presented in the new 
ROMILLA packing- strikingly modern. 
Each pair in the box is in an indi- 
vidual transparent glassine wrapper. 
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YINEW HOSIERY IDEA 


ROM ILLA 
SMOOTH SEME 


Fits better as well as feels better 


Every woman of the scores who tested SMOOTHSEME commented on the 
splendid fitting qualities. This is due to the extraordinarily accurate shaping, 
supplemented by the unique advantages of the new construction method. 


Patented and exclusive 


SMOOTHSEME, devised, perfected and presented by ROMILLA exclusively, 
is fully patented and can neither be copied nor duplicated. 


SMOOTHSEME comes in two styles 


CHIFFON, Style No. 200— all silk from top to toe; French heel; plaited 
foot; picot top — to retail at $1.95. 


MEDIUM WEIGHT, Style No. 300—silk to the welt, French heel, a splen- 
did service stocking —to retail at $1.65 


And both styles come in a complete range of 26 shades. 


Available to smart, leading shops and department stores on a basis of territorial protection. 


ORDER A SAMPLE BOX NOW FROM NEAREST STOCK HOUSE 


MILLER HOSIERY CO., INC. 
330 FIFTH AVENUE . . . . NEW YORK 


CHICAGO—North American Building 
SAN FRANCISCO—51 Fremont Street 


MILLS AT BETHAYRES, PA. 


HOsigRY AND ACCESSORIES 
SECTION 





Excerpts. from Adver« 
tisements which 


Appeared in 1925: 


From the Blackmore Co.— 
Toledo, May 29, 1925— 
“If They Were Made To Orcler 
—the fit of these Gotham stock- 
ings couldn't be improved upon. 
For besides . . . they Imay also 
be had in your correct leg length.” 


From B. F. Dewees, Philadel 

phia, March 19, 1925— 
“Are your stockings the correct 
length? Dewees Gotham Service 
supplies not only your correct 
size in silk stockings but 
also the correct length in your 
size ... there is no necessity to 
wear stockings that are either too 
long or too short.” 


From E. E. Atkinson, Minnea< 
polis, May, 20, 1925— 
“Gotham Gold Stripe chiffons 
come in various leg lengths, 
an accommodating fact which is 
one of the many reasons for 
Gold Stripe popularity.” 
\ a a 


Seven years ago, Gotham 
realized the error of attempt= 
ing to fit a woman by foot 
length alone. Since 1922 
Gold Stripe stockings have 
been available in varying leg 
lengths—and many women 
are as familiar with. this ser- 
vice as they are with the 
slogan “No run that starts 
above can pass the Gold 
Stripe.” 

Every Gold Stripe wearer 

knows “Gotham Gold 


Stripe stockings fit the leg 
as well as the foot!” 


eee 
GOTHAM GOLD STRIPE 


merchandising means a complete 
stock and maximum turnover 
on a minimum investment. Extra 
leg lengths do not mean extra 
stocks! 
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Flere is your 


protection against 


unfair competition 


| = is glad to join with other good 
manufacturers in using the HOSIERY 
_ DISTRIBUTORS’ INSTITUTE “First 
Quality” hallmark. 

Of course all Mojud Hosiery has always 
been first quality ... and always will be. 
But one of the crying evils of the trade 
has been that the consumer has had no 


standard to guide her through the maze 


of comparative prices... and the good re- 

tailer has had nothing with which to rebut 

his unfair competitors’ offering of “fine” 
silk hosiery at ridiculously low prices. 

The hdi toe-mark gives good retailers 

a definite weapon against unfair practice 

. and we take pleasure in offering 

it to them in their efforts for a bigger, 


better and cleaner hosiery business. 


MOCK, JUDSON, VOEHRINGER CO., Ine. 


PIERCE AND EIGHTH AVENUES °- - 
212 Fifth Avenue, New York City 
PHILADELPHIA, PA. 


Salesrooms: 
Factories at GREENSBORO, N. C. 


LONG ISLAND CITY, N. Y. 


LONG ISLAND CITY, N. Y 
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T is apparent from the num- 
ber of new color cards issued 
by various leading hosiery 
producers that an attempt will be 
made to swing women into definitely darker hosiery this 
fall. In other words, there is a consistent and somewhat 
unified effort to get away from the skin and sun-tan 
colors which have had 
such a strong run 
throughout the spring 
and summer. All of 
the new colors offered 
by leading mills are 
deeper and richer; 
many of them are 
definitely dark brown 
or mauve in tone. Will 
women accept them? 
The chances are large- 
ly in their favor. The 
so-called sun-tan 
colors have produced 
an almost monotonous 
look to women’s legs. 
The slight variations 
in tonal values have 
not been sufficient to 
make individual legs 
distinctive. Da rker 
colors will make an 
impression, on the 
women and on the 
public. The new 
brownish tones are 
mainly of the wood 
brown family, with a 
sprinkling of mauvish tones that blend well with the 
new fall shades in costumes and furs. Reports of the 
adoption of darker hosiery tones in Paris are contained in 
cable information from that fashion center. Sheer black 
hosiery and gun-metal are mentioned as among the new 
or revived hosiery ideas in the French capital. It is pos- 
sible that with a strong vogue for black costumes in this 
country this fall and winter, there will be a revival of 
sheer blacks and gun-metals on this side of the ocean. 


Hosiery AND ACCESSORIES 
SECTION 


A harmonizing quartet; shoes and be 
bag of the same material, sheer 


silk hose to match the basic 


LIGHTS AND SHADOWS 


News and Views on Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hoisery 


> 


Longer Skirts 


One fashion trend that is being 

carefully watched for its possible 
influence on hosiery is that of longer skirts. Longer, 
ankle-length evening gowns are here. Longer skirts, 
probably three to four inches below the knee for day 
wear are in the offing, 
What will 
reaction on 


definitely. 
the 
hosiery ? 
fear a return of cot- 


Those who 


bag and shoe color, and etn stockings need 
; have no fear. This is 
gloves of the same shade. a luxury age. All silk 
feels too good to the 
Be- 
sides, the freedom of 
the knees 
Long or short skirts 


find 


plenty of opportunity 





average woman. 
persists. 


—women will 





to display their knee 
caps, and they must 

Under- 
generally 


be silk clad. 
wear isn't 
displayed when worn, 
but can you picture 
women returning to 
plain muslin. 

One point about 
long skirts is decided- 
ly hopeful. 
touted as sounding the 
knell of 


Long skirts and 
~ 


They are 
death bare 
legs. 

bare legs do not go together. This is an advantage. 

Nets 

Lace or net hose are going over in a big way for the 
fall and winter season. Large open or coarse nets in 
wool, silk and wool, or lisle, are ideal accompaniments of 
the new rough open weave tweeds that will be smart in 
sports and street costumes. Finer weaves and novelty 
designs in fine silk meshes or lace nets for dressy wear 
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Bi DEAL legs reproduced in 
bronze. Miss Barbara New- 
berry, selected by Flo Ziegfeld 
and other beauty experts as hav- 
ing America’s most beautiful 
legs, and whose leg measure- 
ments have been adopted as stan- 
dard by the Phoenix Hosiery Co., 
removing a bronze statue of her- 
self by Mahoni Young, from the 
plaster cast. Miss Newberry’s 
ankle measures 8 inches, around, 
and her calf, 13% inches. 


are becoming increasingly popular. The ingenuity of 
American manufacturers is well illustrated in many of 
the new lace patterns that are coming into the market 
at present. 


Prices 


The price situation in women’s full-fashioned silk 
hosiery was thrown into more or less confusion about 
the middle of the month when Julius Kayser & Co. an- 
nounced reduction of 50c to $1.25 a pair on several 
leading numbers. The Holeproof Hosiery Co. and the 
Allen-A Co. followed with price cuts bringing several of 
their leading numbers to the new lower basis. 

In general, price cuts are attributed to the fact that 
unbranded ‘merchandise for sometime has been selling 
on a lower priced basis than the branded lines. It is 
expected that several other direct to retailer and mills 
will announce new price lists early this month in con- 
formity with the cuts made by the three firms men- 
tioned. So far, there has been no evidence of a move 
for further price reductions on the part of the large 
mills distributing their products through the wholesale 
trade. 

This action on prices may mean that the big popular 
selling stocking which was priced around $1.85 a year 
ago, then dropped to $1.65 earlier this year, may now 
find, at least, a temporary resting point at $1.50. 

The pressure for an all silk, full-fashioned number 
to retail at $1 continued very strong, and, in several 
directions an earnest effort is being made to meet this 
demand with volume production, but as yet the great 
bulk of full fashioned all silk $1 retailer is supplied by 
substandard hosiery. 











Sport Socks 


Some kind gentleman in the trade recently remarked 
that it will be impossible for the retail trade to sell all 
the short ankle sport socks that are being made for this 
winter’s use. Perhaps he is right. There is no question 
about the production of winter sport socks being extremely 
large. By the same token there will be an extremely 
large demand, so that the gentleman in question may be 
wrong. Women and children became used to sport 
socks this summer. Outdoor activities in the winter 
time have reached a point of popularity fully as great 
as summer sports. In addition to this there will be a 
large number of the younger element who will wear 
sport socks on the street, just as they did last winter, for 
the warmth and protection they give, fully as much as 
for the style. 

Among the newer designs in sport socks are those 
carrying embroidered figures on the cuff, of football 
players, skaters, snowshoers, etc., giving an individual- 
ized and specialized angle to this type of footwear. 


Seamless Hose 


Heartened by the good demand for the so-called bare 
leg seamless hose this summer, manufacturers of seam- 
less stockings have produced new numbers for the 
winter season. It is difficult to see how the bare-leg 
idea can be invoked to aid in merchandising these seam- 
less stockings during the winter months. However, 
much of the natural antipathy toward seamless liose 
has been dispelled, and it is possible that high-grade, 
well-made seamless goods will find a better market cur- 
ing the winter than for many winters past. 
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NOW THEY PHONE Ix 


Napier’s in Omaha Find a Way to Make 
Their Hosiery C ustomers “Phone or Wire in 
Their Orders 


s = 7 . 

0.2.5.0 ATLANTIC — that’s the 5 

magic number! When you are in the St 
HE idea of selling midst of an afternoon game of ie i \ also by telegraph and 
hosiery by. mail bridge and you suddenly remember => long distance telephone 
that offensive RUN in the back of H / 
order and even by your best pair of evening hose, call i "> j were followed by a series 
telegram has been used up NAPIER’S BOOTERIE and ask Vy of clever newspaper ad- 


to advantage by Na- for the new HOSIERY TELE- 
PHONE SERVICE that has just 
been installed. They can take any 


pier’s Shoe Store, Oma- 





vertisements, 
Shortly before the 


ha, Neb., for some time. order—their stock is that complete— first of _the two radio 
However, the very new- and they assure you of a prompt talks given by Mrs. 
est method of selling delivery ... then go back to your 


hosiery ; that is, by tele- 


phone, was left tothe in- § = ® ‘“ py N\Q 
genious head of Mrs. A 1 I< Ss 





bridge game and win that rubber! 06.0250 Hulst, three or four 


color cards were sent to 
all customers whose 
names appear on_ the 








Mary Hulst, ad ertising 309 South 16th Street mailing list. ( ne of 
manager, to discover. these cards, according to 

In the case of Na- This advertisement was the first of a series which, backed a personal letter sent 
pier’s telephone cam- % by radio and mail advertising, induced Omaha women with them, was to be 


paign, nothing was left 
undone to make the sys- 
tem successful when once it was inaugurated. So care- 
fully were things planned and the course laid out that 
when once the idea was put into action it worked like 
a charm. 

For several weeks before the store began to actually 
sell stockings by phone, a series of direct mail adver- 
tisements was sent to patrons on the mailing list. 


FTER the preliminary copy was sent to acquaint 
customers with the new method of selling hosiery, 
pointing out to them the ease with which it might be 
done, and the advantage of not having to go to the 
stores and shop during the hot weather, Mrs. Hulst 
gave two radio talks, a week apart. These talks gave 
practically the same information as did the letters which 
were sent to the patrons who had shopped at Napier’s 
and who knew the quality merchandise Napier’s carry. 
In addition to the information concerning the store, 
Mrs. Hulst as she was speaking to countless numbers 
who were not well acquainted or not acquainted at all 
with Napier’s, tried to give some idea of the character, 
policies and merchandise carried by the store. 
These two radio talks, which proved successful in 
themselves, for they gave a spurt to the hosiery game 
by an increased number of sales not only locally but 
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to telephone their hosiery orders to Napier’s kept at home for refer- 


ence: the others were to 
be used as occasion demanded. Patrons were also re- 
minded that all they had to do if they ran out of cards 
or misplaced their home copy, was to make it known to 
Napier’s and that they would send them as many more 
as were needed. 

Two thousand names on the Napier mailing list are 
called at intervals by telephone. The clerk whose job 
it is to do this gets in touch with the patron, finds out 
the number, size, color and quality of hose desired, and 
in case of necessity, advises the customer. She takes 
the orders for the hose, and sends them either by mail, 
special delivery mail, or by messenger boy. 


LL orders are in the mail or on their way within an 

hour after the order is given. In case of an urgent 

need when special delivery messenger boy is the me- 

dium for delivery, the hose are sent out immediately. 

The store in such cases pays one-half of the delivery 
charge, and the customer pays the other half. 

The system is working, and according to Mrs. Hulst 
there is no reason why it couldn’t be profitably worked 
out by other shoe stores. All such a method needs is 
adequate advertising, newspaper and direct mail. After 
awhile, it will be found, patrons will phone or telegraph 


in for their hose as they are needed. 
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~~ IME was when hosiery display windows were 

merely windows filled with stockings. There was 

little or no effort made to inspire the beholder 
with the desire to purchase the merchandise displayed 
other than a few price cards which endeavored to set a 
price a little lower than that of the competitor up or 
down the street. \Wiéith the general elevation of the art 
of displaying all kinds of merchandise, hosiery is getting 
more than its normal share of attention. On these pages 
we show you some of the newest and most novel ideas 
in hosiery display developed within the last month. 

In the lower left-hand corner is one of the most strik- 
ing hosiery displays which carries across a most con- 
vincing merchandising appeal. Simple yet highly mod- 
ernistic in its treatment, this window effectively trans- 
mits the idea of the proper long stockings and ankle 
sport socks for tennis and golf. 































HE chief point of novelty in the Avedon window is 

the use of hosiery cabinets, suggested as a proper 
accessory for hosiery. In addition to this, the display 
units are well arranged and balanced. 

The McCreery window is interesting from the stand- 
point of well balanced display and the use of plain, 
square block type of fixtures. 

More elaborate in its treatment is the window devoted 
solely to Arrowhead Hosiery, by Sugarman Bros. Start- 
ing with the flint Arrow- 
head trademark, this win- 






Avedon, New York 









dow was developed until 
it contained a complete 
Indian _ encampment 
against a painted back- 


ground of a mountain WV 


scene, 


oe —_— type 
The Bonwit, Teller & YE 
; : ‘ scree 
Co: window is_ note- 
: mod 
worthy for the fact that : 
; “ea disp! 
a rather elaborate ettect 
; ; . meri 
is achieved by the use ot 
, is , ine can | 
relatively simple fixtures 
: : . even 
and a simple draping ot 
: ae deco 
the hosiery. Simple : 
ci gl ae thin; 
treatments of this nature Ze 
are often most effective 
your 


in displays. 





Lord & Taylor, New York 
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ITH the use of a 

few of the box 
type fixtures, and plain 
screens for backgrounds, 
modernistic type window 
displays of considerable 
merit and attractiveness 
can be easily achieved by 
even an amateur window 
decorator. The main 
thing to keep in mind is 
to avoid overcrowding 
your window. 
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Bonwit, Teller & Co., New York | 
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Helen of Troy was not blind to the things that gentle- 
men are not blind to! In this day, certainly, she 
would have worn Propper “Blue Edge” Stockings. She 
would have liked the Contour that Propper achieves 
by shadowed ankles and transparency at the calf. 
She, of all women, would have known enough to 
adopt these richer, more eye-entrancing stockings! 


no aol’ 
Meh a 
foveogntnnr antinasnane at Bu UMS. 


on the other. Notice the Contour 
that the Propper stocking gives 
because of its ankle-shadows 
and its call-transparency. 
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O what extent is the retailer building quality 
hosiery business was the recent subject of survey 
throughout the country, and the answer seems 
to be that the retailer has laid vigorous plans to im- 
press quality hosiery on the consciousness of the public. 

The first step in this process is reported to have 
been taken, and is seen in the advertising clippings 
being received from various cities in the various geo- 
graphical divisions of the United States. 

Retailers have found cooperation on the part of the 
wholesalers of branded quality hosiery, and in the case 
of Propper Hosiery Mills, Inc., entire individualized 
campaigns have been prepared for the retailer and are 
appearing at the rate of one or two advertisements each 
week. 

Unusual quality features are stressed. The adver- 
tising seems to have for its object the building of 
reputation for the hosiery department through its out- 
standing quality feature. Specialty shops and shoe 
shops are running separate copy for their hosiery de- 
partment and in several cases, department stores have 
run insertions separate from their regular advertise- 
ments. 

Prices are quoted in some cases at $2.95 and up; 








TAKING TROUGH 


OF 


QUALITY FIRST 


a A a 


others quote $2.95 to $5.95. One specialty shop is 
building on the reputation of a 51l-gage chiffon hose 
retailing at $3.50, yet carrying the entire price range. 
In the instance of Buffum’s, Long Beach, California, 
no prices are mentioned in the institutional type of 
advertisement. 

Naturally, the price business is not being forgotten. 
Many stores have their medium price features, but in- 
stead of going out to meet this type of competition, 
they have made a turn about to make a reputation for 
their quality and to allow the reflected reputation to 
uplift their medium priced lines. 


ONSISTENT use of space and consistent quality 

of copy and illustrations are the strong points of 
such advertising. Light feminine intimacy without be- 
coming too intimate has been the approved style and the 
advertising series alluringly headed, “Helen of Troy 
Would Have Known Enough” and “Cleo Would Have 
Worn Propper Blue Edge Stockings” are interesting 
phases of this campaign for grading up. Through 
intimation—suggesting what the world’s most glorious 
women might have worn—it drives home its story of 


quality. Then, unobtrusively, it suggests an experi- 
ment to prove the excellence of the hosiery it is a:ver- 
tising: “Put an ordinary stocking on one leg and then 
a creation by Propper on the other. Notice the contour 
that the Propper stocking gives because of its ankle- 
shadows and its calf-transparency.” 

Another campaign, evidently created for those stores 
using smaller advertising space, and intended not to 
conflict with the advertising campaign of the larg e. 
uses a more intimate copy slant: “Beauty, my dear, 1s a 
noble aim,” reads one of them. “Leave profunditics to 
the philosophers and concentrate on yourself! Above 


all things, wear Propper Chiffons—Nature won't mind 
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branded hosiery as $2.95 to $5. 


to a feature shoe. 
indicative of modern trend. 


than one-half of the ingrain hosiery 
to the retailers in the United States, 
tells of its demand rising from 
20,000 dozen pairs in 1920 to 92,030 
dozen pairs in 1927, and then in 
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your improvement on her!” Still another reads, “Nature’s Fairest Curves 
—flourish when sheathed in Propper Chiffons. 
know how handsomely nature has treated you until you wear them!” 

Most interesting to note is the inclusion of this series in the center of a 
one page advertisement of an important department store, whose special 
feature for the day was a $15 dress, and which quoted the price of the 


My dear, you'll never 


Weatherby-Kayser Shoe Company, well known for their fine shoe stores 
through Southern California, have in many cases devoted two-thirds of 
the advertisements to the high grade hose and the balance of the space 
This may not be a general rule to follow, but seems 


Statistics available for a wholesale corporation said to be selling more 


CO om 
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“Said my face DID “ook familiar 


Imagine that! And 
he hadn't taken his 
eyes off me all 
evening! I guess 
pail Propper Chiffons do 
hem give one’s face pretty 
} TERY. stiff competition 
Caw 
*sAmerica’s Foremost Chiffon Stocking” 


$2.95 fo 35.50 






nights 
SHOES SHOSIERY 


MORRISON end BROADWAY 


machinery permitted delivery, rec- 
ords a new total sales of 111,603 
dozen pairs. Today, by constantly 
installing new machinery, it has en- 
deavored to catch up with its sales, 
and it is estimated from available 
daily shipping records that a total 
of 150,000 dozen pairs of this firm’s 
quality ingrain hose will have been 
sold by retailers during this year. 

Evidently, the theory of building 
up a quality standard for the entire 








“Nature was hasty 


—when she designed 
the back’of the knee 


But Propper took 
up where nature left 
off—and behold, it 
. makes no difference 
,PROPPER? whether one’s com- 
) Biwe ing or voing 
2HOSIERY. ' 
America’s Foremost Ch fen tocking™ 


$2.95 fo $5.50 
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hosiery department through its lead- 
ing lines has been found successful. 

Propper Hosiery Mills, Inc. re- 
ports that for the year beginning 
Sept. 1, 1929, retail lineage pledged 
for such campaigns will be in excess 
of 420,000 lines, and that there is 
already appearing a monthly aver- 
age of 15,000 lines. 
fifteen August 
weather, started to run this quality 
campaign, and 116 cities have al- 
ready requested campaigns. 


Some twelve to 


cities, despite 


This quality campaign has re- 
ceived an interest and welcome un- 
precedented, as evidenced by several 
letters from representative firms 
throughout the United States, and 
the consistent appearance of adver- 
tising by the retailers themselves. 
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THE MARKET 





Lace weaves are decidedly in the picture for , 
Fall. Here is a new lace pattern in an in crain . 
stocking from the new Fall line of the Doris t 


Silk Hosiery Co. It comes in twelve of the 
new Fall shades 


A new pointed side panel in an all silk 
chiffon stocking recently added to th. 
“Slenderizing” line of the Van Raalte 


A new pattern in men’s half hose, in a com- 

bination of silk and rayon, in five different 

colors with three variations of clocks. 
Robert Reis & Co. 





A new double pointed black and 
ie white heel on a 300 needle stock 
ing in the “Medalia Brand” line. 

G. & A. Wise Hosiery Corp. 











Imported English all wool full 
fashioned children’s sock with 
striped leg and jacquard top 
Variety of color combinations. 
Moore & Fisher, Inc. 
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isi SHOWING 


A new lace mesh number of unusual cob- 


for é : . s ‘ 
om web design. Made of pure silk with picot 
ain ‘ ° , * ° 
i top. Comes m all shades. Krueger-Tobin 
ris 
Ce 
the 


A new feature of this extra sheer chiffon 

picot top stocking is the French panel 

heel in black with wide reinforcement at 

the botiom where it does not show.-Lark- 

wood Vamp-Toe Hosiery, from Realart 
Silk Hosiery Mills 


Light weight mercerized lisle half hose 
with small all-over French pattern. Six 
¢olor combinations. Holeproof Hosiery 


Co. 





One of several lace 
heel designs 
patented by the 
Meinig Hosiery Co 
and sold through 
Harriagton & 

Waring ; 











All wool slip 


over sock in 





many combina- 

tions of school 

and college 

colors. Kramer 
Bros. 
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HEN a shoe store can boast of do- 
Wi an annual hosiery business of 

more than $18,000 a year, it is ap- 
parent that the method of selling is a little 
out of the ordinary. 

The Walk-Over Shoe Shop in Indianap- 
olis has its hosiery department built in a 
space not over 5 x 12, and one must take a second look 
in order to see it. A large wall case containing about 
forty drawers is fitted against the wall, with a glass 
front display space above with interior lighting. In 
front there fs a combined show case and counter of 
glass and wood. This is the hosiery section doing the 
aforementioned volume, small, compact, neat, unobtru- 
sive, yet breathing an elegance in keeping with the rest 
of the store, and this is the way it is done, said Miss 
Helen Sparks, in charge of the department: 


™ HE salesman’s job is to create a want for hosiery 


by showing his customer the shades that will 
blend with the color of footwear just purchased, and by 
doing this he creates a desire. If the desire is intensi- 
fied enough a will to buy will follow. Each salesman 
has a quota to make, and after he makes his quota his 
extra commission starts, so in order to make the extra 
commission he works very hard. The men are in- 
structed to suggest hosiery at the completion of each 
sale, and we find that most patrons will buy hosiery at 
the time they buy footwear; it is the logical time to 
do it and blend the shades. We specialize on three 
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HIS little 5 by 12 
ft. hosiery depart- 
ment in the Walk-Over 
Shoe Shop in Indian- 
apolis does a hosiery 
business of $18,000 a 
year by setting hosiery 
quotas for the shoe 
salesmen 


prices, $1.69, $1.95 and $2.50 a pair, under our own 
guarantee and packing. 

“Our salesmen know that shoes are already sold 
when a customer enters the store. His job is to fit her 
satisfactorily, but his salesmanship begins when he 
sells hosiery. On several occasions we have checked 
salesmen to find out why they did not make their quota, 
and it was proved that they failed to mention hose to 
the customer. One out of every three customers will 
buy stockings, but the great trouble is in getting sales- 
men to mention or suggest hose as regularly as they 
should. Since our salesmen are on a fixed quota they 
always mention stockings because it does help them 
reach their quota, and the extra commission keeps their 
interest sustained. We use hosiery in our window 
trims to let the public know that we are selling hosiery, 
and it is surprising to see how many women enter our 
store for hosiery only. 


“*¥ N order to keep the stock clean and fresh, most of 

our numbers are packed in individual glassine en- 
velopes, and when patrons make a purchase they select 
their shades from our sample and we hand them the 
same stocking neatly packed and guaranteed. 

“Our system of keeping our stock under contro! and 
in balance eliminates loss caused by overbuying. !1ch 
day a report of what has been sold is made out. and 
the numbers that are running low are ordered that 
night, in order to keep the stock replenished. 

[TURN To PAGE 155, PI! 
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— A, 
KNITBAG 





















































KNITBAC 


will provide you with 


an important source of 


PROFIT 

















The market for Flawless Hosiery Repair is growing 
daily. With Knitbac equipment—the only machine 
method—you can provide high quality hosiery re- 
pair at low cost. Upon such a secure foundation 
—a vast market, high quality, and low cost—you 
can build an important source of profit. Many 


Knitbac departments are piling up proof of this fact. 


Your Customers Will Recognize 
and Demand Knitbac Quality 


a 
ss 


GOTHAM KMWEFBAC service 
COMPANY, INc. 
508 FIFTH AVENUE NEW YORK 
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“. . some merchants 
use hosiery to attract 


customers !” 


Many shoe retailers consider hosiery to 
be a necessary evil or a handsome 


profit-maker. 


But some merchants use hosiery 
to attract customers. 


A strong, well-merchandised line of 
popularly priced hosiery will attract as 
many customers as a sale—and pay a 
good profit in the bargain. 


JADE Hosiery 


Elliott Hosiery Co., Inc., Makers, 
258 Fifth Ave., New York 
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Introducing 











Just What Is Ingr 


Mr. M. Hazen Chase Treasu 
Silk Hosiery Co. , Explains | 


ye -LEVING that a synopsis of the many- 
facture of ingrain (Skein-Dyed) | hosiery ’ 


might prove helpful to many buyers, we have 
called upon Mr. M. Hazen Chase, of the Harris 
Silk Hosiery Co. in Springfield, Mass., t: explain 
some of the processes and effects. In reviewing 
the ingrain situation, Mr. Chase said as jollows: 


“The increasing demand for hosiery of the bet- 
ter type has caused ingrain sales to forge ahead. 
Most buyers are familiar with the advantages oj 
skein dyed hosiery, but few know what actually 
gives ingrains their qualities. 

“The silk is purchased from the Orient, in the 
raw state. First the raw fibres are wound and 


twisted together into the proper size thread. Then 
it is reeled into skeins, which are very mutch like 
the skeins of wool yarn that our Grandmothers 
used for knitting. 

“These skeins are in natural color, and contain 


AN ALL SILK 





= RubyRing 


te ae 4000) 

A HIGH French heel 
and a SHORT French 
hem in a stocking that is 
longer than the average 
Extra fine texture in a 
fine thread silk SERVICE 
weight. The heel tapers 
gracefully and with slen- 
derizing effect to the shoe 
line. Ultra smart. To 
retail at 1.95. Per doz., 
14.25. 

Also NEW — Style 
4500. Chiffon from picot 
Silk sole and 








top to toe. 
FRENCH heel. To re- 
tail at 1.95. Per doz., 
14:25. 
Every 


Pair 
Stamped 


@ For 
hdl First 
, .Quality 
JOUALITY 


EG US PAT OFF 





PATERSON MUTUAL 
HOSIERY MILLS, Inc. 
N. Y. Sales Office, 267 Fifth Ave 
Mills: Paterson, N. J., Phil Pa 


Stockrooms: Chicago 
San Francisco, ©al 
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QUALITY FINER 


Reg. U. S. Pat. OF. 





IS Ingrain Hostery ¢ 
Chase, Treasurer of the Harris 
., Explains [ts Manufacture. 


If there is anything finer than hosiery 
stamped “Society Maid,” it is hosiery 
stamped both “Society Maid” and “hdi” the 


manu- about 25% gum from the silk worms. Here is Hall Mark of First Quality. 


> 
d 
> 
: 
7 
] 
§ 
p 
d 
- ; : . > 
hosiery ’ the difference between an ingrain stocking and a ‘ im - 
é $ : (ee . . : The hdi Hall Mark of First Quality appears on 
Y have dippec dye: Bag — oe ws not a Y all full fashioned hosiery manufactured by Society 
Harris until it has been made on the knitting machine, ( Maid Heeiery Co. 
explain and fully finished in the other processes, whereas [ 
‘iewing an ingrain must be dyed before being knitted. ‘ 
ollows: “All the gum is boiled off before knitting be- } 
he bet- gins; the colors are absolutely uniform, as they > 
ahead. are dyed before the threads are woven. Ingrains 
ies of are also justly credited with holding their shape Pf 
ictually better. And last, but by no means least, the fine > 
' Justre and exquisite sheerness of skein dyed ‘ 
in the hosiery is quite matchless. ; 
nd and “Excellent working conditions, the finest type : 
|. Then of workers and efficient machinery are all im- 
ich like portant in ingrain production. Careful handling ; 
nothers is imperative in the mills, as everything must be ( . HOSIERY COMPANY ' 
kept spotlessly clean to eliminate the possibility 354 Fourth Ave. New York City 
contain of soiling.” Mills at Willow Grove, Pa. 


Parisian Lace Mo 
Fine Sheer 45 gauge tif Chiffons. Step 
: “hi = onl Twin double spired 
all silk Chiffons with cn” Geis "cee 
Picot Tops and cther original Soci- 
otherwise. Medium oy Maid = 
; 5 ryire wanted popular 
sheers and service et soa 
weights. All with Price Range $11.50 
Blue Line “stop to $18.00 per dozen 
runs” in the welt 


° 4 
and other service 


yielding features. 
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Ingrain Chiffon Hosiery 
; She is the leader of her set—sure of herself, of her prefer- 4 
t The satisfaction invariably experienced by ences, of her flawless taste. Buying her gowns in Paris, 4 
ty Trinmph customers is born of continuous high her riding habits in London. And her hosiery? 4 
eaiies le : aa k 4 be ’ In the smart shops that feature HARRIS In- 4 
4 ty pins the confident 2 nowledge that grains in the guaranteed 45 and 51 gauges, 4 
'o Triamph presents the newest'notes of the mode for these are truly “The Aristocrats 
c FULL FASHIONED SILK STOCKINGS of Fine Hosiery.” , 
‘ * CHIFFON AND SERVICE WEIGHTS . ; : 
- LONG LENGTHS OUTSIZES NOVELTY REELS Send for details and color card! } 
a by IN A COMPLETE PRICE RANGE Created by 
0 4 . 7 
.~RIUMPH HOSIERY MILLS,» || FIARRIS SILK FIOSIERY CO. 
f clurers of Full Fashioned and Spring Needle Silk Stochings | Springfield, Mass. ¢ 
“TO BROADWAY -NEW YORK © Mills: Philadelphia and York, Pa. NEW YORK OFFICE: 389 FIFTH AVE. . 
te ; LEE & COWAN, Selling Agents 4 
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ILL the time come when stockings will be 
made and sold in as wide a variety as shoes? 
Perhaps not, but the fact remains that more 
and more attention is being given to proper leg fitting 
in hosiery. Recently two prominent hosiery distribu- 
tors each came out with a range of leg proportions 
designed to give more accurate leg fitting. One of 
these, after an extensive survey in which thousands of 
legs were measured, finally decided on four different 
proportions as ncessary to fit all legs. The other com- 
pany decided on three. Extra long, extra short and 
outside sizes have been known in the hosiery trade for 
several years. Apparently the gradations in leg pro- 
portions is the next development, but no one knows 
just where it is leading to. 
, Strange as it ‘may seem, there isn’t an accurate or 
standard set of leg proportions in the hosiery trade. 
Two years ago an “ideal” leg was selected at the 
National Exposition of Hosiery and Underwear in 
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THE NEW PROBLEM-— a 


ATEN YEAR OLD 
GOTHAM SERVICE 


Bet has made Gol 











New York City. Miss Gladys Turner, a show girl 
won the award and it was declared that her measure- 
ments would thereafter serve as the standard for stock- 
ing proportions. The measurements adduced at that 
time were: ankle, 9 inches; thigh, 20% inches; calf, 
14% inches, and knee, 14% inches. Other ideal 
measurements have been given publicity following vari- 
ous beauty contests, but these measurements do not 
help much in establishing a set of standards that will 
give the women of the country better fitting hose. It 
must be recognized that there are many variations 
from the standard or ideal leg size. Getting hosiery 
that will fit, is the problem. When silk stockings were 
heavy they were much more elastic than they are at 
present, when made of two, three or four strand silk. 
In other words, the thinner the hose, the more difficult 
it is to get a proper fit. 

At the right is the chart which accompanies the new 
leg proportioned Gordon stockings, giving an idea of 
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FG DRODPORTIONS 








The result is the “INDEX.” 


Select GORDON Individually-Proportioned Stockings 


ACCORDING TO MEASUREMENTS 


Measure around calf, and around thigh about six inches above the centre 
of the kneecap. Add the calf and thigh measurements. 


INQUIRE—OR ESTIMATE—THE CUSTOMER'S HEIGHT AND WEIGHT, AND REFER TO THE TABLES BELOW 












































































































































Heidit—4 feet 9 inches to 5 feet 2 inches Height—S feet 3 inches tw 5 feet 6 inches Height—S feet 7 inches to 6 feet 
(with shoes) (with shoes) (with shoes) 
THE THE THE 
went INDEX GORDON WEIGHT INDEX GORDON WEIGHT INDEX GORDON 
STOCKING STOCKING STOOK ING 
uNoeR 26%) iNcues| PETITE SO ise cacttereacadt Midas 29, — 30; meas} PRINCESS 
90—100 LBS. 26—28'; INCHES PRINCESS 110— 120 LBS. —— 
264, —29¥, mvcHes| PRINCESS . 
UNpeR 27 INCHES PETITE 3, — 3 incnes REGAL 
— 100—110 LBS. 
unver 28 INCHES | = PETITE 27—2incnes | PRINCESS — 
100—110 LBS. 73 PRINCESS 291, —30', wares} PRINCESS 
— b Ni —incHes ‘ 
2B—29 incnes PRINCESS 110—120 LBS 120—130 LBS 
——| 3—H incnes REGAL y Ne EG 
| unpde 28 incues | PETITE a —y ms) . SEGAL 
110—12) LBS. — 29—3I incnes PRINCESS _ 
_— - . 120— 130 LBS. 
28—31 INCHES PRINCESS 38—30mecees REGAL 30—3lixcHes | PRINCESS 
7 ~of - L 130—140 LBS | = 
| unper 30 nvcues | PRINCESS | 29—31%4 ewes | PRINCESS , 
; | 130—140 LBS |- 31,331; waves} REGAL {4 
jao—130 LBS | RBOAL | 318,—3Sixcues | REGAL | ‘ 
ot eee a GAL nee : 
SE - — cel W— 32 rNcHes PRINCESS 140—150 LBS. 31—Mixcnes REGAL 
| >RINCESS oe a | 
4 ais uNper 30 inches PRINCESS i DE ecm REGAL 
130— 160 LBS.}— | — eS Bal ee, - ‘ 
3,—Hincnes | REGAL 180—170 LBS.| 32—361Ncnes REGAL ene Sang ere REGAL 














if measurements and weight are in excess of the above, the customer should wear Gordon Splendide Stockings 








the method of determining which proportion a woman 
should wear. 

Undoubtedly the publicity accorded the attempt to 
give women better proportioned stockings is making an 
impression. Following along this idea, the Gotham 
Silk Hosiery Company, as shown in the picture at the 
left devoted a window display to exploiting “regular,” 
“extra short,” “extra long” and “more than extra long”’ 
stockings. 


HILE there is enough elasticity in the ordinary 

stocking to take care of minor variations in shapes 
and sizes of legs, there are a large number of women in 
which these variations are too great to be covered by 
normal elasticity. For them there should be especially 
proportioned hosiery. How often do we hear of the 
woman who is compelled to take a stocking two sizes too 
large in the foot, in order to get sufficient width and 
length in the stocking leg? Here is a problem that is 
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worthy of the best thought of the hosiery industry. 

There is no doubt that public interest in proportions 
will be aroused by the publicity already given, and the 
efforts of the companies who have gone in for pro- 
portioned hosiery to merchandise their products. This 
interest is likely to force the entire trade to some kind 
of action on the matter. It might be suggested that the 
hosiery associations take up the subject and attempt 
to set a series of standards. The matter is of suffi- 
cient importance to warrant the best thought of the 
entire industry. 

In the meantime, it is reported that while progress is 
being made in getting the public to accept these pro- 
portioned stockings, a problem exists in getting mer- 
chant acceptance to the idea, because of the added stock 
that is necessary to successfully merchandise stockings 
along this plan. A survey of a large number of women 
should reveal approximate percentages of each pro- 
portion for which there would be a demand. 

















Real 
Heel 
Appeal... 


in these popular Gold Maid 
numbers to be featured this 
fall in leading shops every- 
where. 





No. B241 Chiffon—Crystal Heels. Finegauge, 
4 thread, all silk chiffon. Full lengths. Sizes 
8% to 10%. An unusually pleas- 

ing novelty heel. (Self-colored) $] 50 























No. B60 Duo Steeple Heels, (self- 
colored). The most popular slender- 
izing heel in America. 45 gauge, 4 
thread, all silk chiffon, full 


lengths. Sizes 82 to 
10%. New low price >] 525 





No. B70 Duo Steeple Black 
Contrasting Heels. Available 
for immediate delivery in all 


popular Fall shades. $ | 6 95 


Price . . . . . . . 









No. B 240Chiffon—Phantom Heels. Newidea 

~ a twin pointed heel design (self-colored). 
ine gauge, 4 thread, all silk chif- 

fon, full lengths. Sizes 8% to 10%. $1550 


GOLD @ MAID 
HOSIERY MILLS,Inc. 


319 W. Jackson Blvd., Chicago, Ill. 







v v v 





Write today for sample and color 
chart of new Fall shades. Immediate 
delivery from our Chicago stock. 
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A few desirable territories stil! 
open for experienced hosiery 
salesmen. 
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L1E R. H. Fyfe store is the larg- 

est shoe house in Detroit, prob- 

ably in the country. The ten 
floors devoted exclusively to the sale 
of shoes are always the center of ac- 
tivity {or shoe-shoppers. 

Oc upying but one-sixth of the 
ground floor is the principal hosiery 
department in the store. On the sec- 
ond, third and fourth floors also are 
small sections reserved for one or two 
showcases and counters where women’s hosiery is dis- 
played and sold. 

Mrs. Abben, who took charge of the department 
two years ago, decided to change the status of the 
department from a minor adjunct of the shoe business 
to that of a relatively important one. And she has 
done just that. 

The methods which Mrs. Abben has employed so 
successfully are perhaps not new to the reader but 
they have had the benefit of intelligent application. 

She first turned her attention to her salespeople. 
“They are the media between the store and the cus- 
tomer. The customer derives his opinion of the store 
more from them than from the article to be sold. For 
such is human nature.” 


FTER choosing able assistants, the next essential 
was to make the successful sale of hosiery profit- 
able not only to the company, but also to the salespeople. 
So a generous bonus was granted by Mrs. Abben to 
her assistants on every pair of hosiery sold. A spirit 
of friendly competition was built up during a three 
months’ contest with a special prize to the one who 
proved to be the best salesman at the end of each 
month. 
As has _ been 
stated before, the 
Fyfe company 
o _ deals primarily in 


( shoes, and Mrs. 
A bben realized 

' that. She also 

i L realized that when 
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A BONUS 
For 
GOOD SELLING 


women buy new 
shoes, they also 
desire stockings to 
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MORE THAN A SIDELINE 


> 








harmonize with those shoes, and if the 
stockings can be bought at the same 
time and place as the shoes, it is natural 
for the customer to prefer to do that 
rather than go somewhere else for her 
It means a saving of time 
So Mrs. 
Abben offered a bonus to the shoe 


hosiery. 
and is more convenient. 


salesmen on all hosiery sold through 
them. This was immediately success- 
ful. As soon as the sale of a pair of 
shoes was consummated, the salesman would suggest 
hosiery to harmonize with the color of the shoes. And 
in seven out of ten cases the customer would buy, not 
one pair, but two or three pairs. Indeed, sales of a 
half-dozen pairs to one customer were not uncommon. 


A to the stock, one line of hosiery is featured. The 

turn-over is splendid. Every line of staple stock is 
kept up constantly as Mrs. Abben orders from week to 
week. <A special sale held once every month clears the 
counters of stock in the odd colors and sizes. Twice a 
year a sale is held of hosiery in odd sizes and colors 
that efhciently disposes of stock that otherwise would 
take up valuable space. 

The system used by Mrs. Abben in checking up on 
the sale of all hosiery of the department has proved to 
be an aid in reordering. 

Each sales-girl turns in her slips every night, and 
the serial numbers of the hosiery sold is noted in a 
book at the end of the day. 


The stock-girl who re- 
plenishes the shelves also puts down the serial number, 
together with the amount of the hosiery she takes from 
the stockroom. In this way, accurate check is kept at 
all times on the best selling types of hosiery and also 
the general status of the stock. 

Mrs. Abben’s 
success proves 
definitely that able 
management, to- 
gether with the 
cooperation and 
good will of the 
salespeople wil] 
raise a depart- 
ment to a lucra- 
tive level. 


y CHECKING 


pil 
OF STOCK 



























GORDON 
INDIVIDUALLY-PROPORTIONED STOCKINGS 
ELIMINATE GUESSWORK 


Your saleswomen can—in a very few seconds 
— determine whether the customer should have 
Gordon Petite, Gordon Princess, Gordon Regal 


or Gordon Splendide Stockings. 


It won’t be necessary to hunt through various 
boxes. The box-end label identifies the correct 
Stocking . . . at a glance. No delay ... no 


guesswork, but . . . simple certainty. 


Your customer . . . whatever her individual leg- 
dimensions is served quickly . . . intelligently 

. completely. And . . . it is this sort of 
Hosiery-Service which keeps old patrons .. . 


and makes new ones. 


BROVVN DURRELL COMPANY 
NEW YORK~ - BOSTON 
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THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Service 


ALLEN—A 
Naturelle 1. Naturelle 
. French Nude 2. French Nude 
_ Light Gun Metal 3. Light Gun Metal 


ARROWHEAD 
. Mistery 1. Mistery 
| Breezee 2. Breezee 
. Sun Tan 3. Sun Tan 
. Pearl Blush 4. Pearl Blush 
. Champagne 5. Champagne 


BELDING-HEMINWAY 


. Sun Tan 1. Sun Tan 

. Atmosphere . Tansan 

. Tansan . Naive 

. French Nude . Atmosphere 
. Grain 5. Breeze 


CORTICELLI 
. Nude 1. Nude 
. Sun Tan 2. White 
. Pastel Nude 3. Bisque 


DEXDALE 
. Samoa 1. Samoa 
. Harmony 2. White 
. Bubbles 3. Harmony 
. Rose Taupe 4. Moderne 
. Ping Pong 5. Bubbles 


FINERY 
. Allure 1. Allure 
. Breezee . Breezee 
. Sun 3. Sun 
. Onion Skin . Onion Skin 
. Grain 5. Grain 


GOLD MAID 
. Biscay Nude 
2. Afternoon 2. Romance 
3. Chestnut 3. Grain 
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1. Algerian 


. Sun Tan 
. Seasan 
3. Pawnee 
. Creole Tan 
. Tan Skin 


. Grain 1 
. Blond d’Or 2 
. Claire 3. Mocca 
. Gun Metal No. 1 4 
. Mocca 5 





. Sun Tan ;.. 
2. Light Gun Metal 2. Pearl Blush 
3. Nude 3. Champagne 


. Sun Tan 

. Pastel Brown 
. Beige France 
. Nude 

. Natural 


. Rachelle 

. Biscuit 

. Allure 

. French Nude 
. Sun Mode 





Sheer Service 


GOTHAM 


Grain 
. Seasan 
. Sun Tan 
. Pawnee 
Black 


mk who 


HARRIS 


. Dueotone 
. Turf Tan 
. Eperney 
. Oubrette 
. Javette 


HOLEPROOF 


. Grain 
. Claire 


. Champagne 
3eige Castor 


HOLLYWOOD 


Sun Tan 


KRUEGER-TOBIN 


1. Sun Tan 
2. Lido Sand 
3. Tea Time 
4. Naive 

5. Boulevard 


McCALLUM 


. Rachelle 

. Gun Metal 
3. French Nude 

. Allure 

. Biscuit 
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. Sun Tan 

. Bambon 

. Onion Skin 
. Afternoon 
. Allure 


Service 


MOJUD 


. Sun Tan 
3ambon 

. Afternoon 
. Onion Skin 
. Pueblo 


nkwhd 


REALART 


. Ochre 1. Biscayne 
. Biscayne 2. Ochre 


3. Sun Tan 3. Kangaroo 


. Caprice 
. Breezee 5. Caprice 


. Lido Sand 1 

. Hoover Tan 2. Lido Sand 
. Sable 3. Duskee 

. Duskee 
. Light Gun Metal 5. Sable 


. Autone 

. Sun Tan 
. Allure 

. Gateau 

. Pale Rose 


. Sun Tan a 
. Atmosphere 2. Mistery 
. Tansan 3. 


4. Mahogany 


ROSAINE 


. Light Gun Metal 


4. Hoover Tan 


SOCIETY MAID 


. Autone 

. Sun Tan 
3. Gateau 

. Afternoon 
5. Romance 


TITANIA 


3reezee 


Sun Tan 
























































No. 600 








Five ~ 


No. 500—Black French 
Heel All Silk Chiffon. 
With Tailored Ankle 
and Fashioned Points 
in Leg. A fine gauge 
300 needle stocking in 
10 shades. To retail for 
$1.00. Per Doz., $8.00. 


No. 600—Self Color 
Step Twins Heel. All 
Silk Service Sheer. 18 
popular shades. To re- 
tail for $1.00. Per Doz., 
$8.00. 


No. 700—Same as above 
except Black Step Twin 
Heel. 11 shades. To re- 


a" $1.19. Per Doz., Silk Hosiery 


No. 800—Ensemble 
(Self Color Shadow e 
Clox French Heel) Silk 

to Top. Chiffon Weight. A L L Cc L O 

Fine Gauge with Tai- r a U n Ss 
lored Ankle and Fash- 
ioned Points in Leg. 10 
shades. To retail for 
$1.00. Per Doz., $8.00. 


No. 900—Same as above 

except Black French | h : : 

Heels and Black Clox. Styles that strike an instant response from 
To retail for $1.25. Per = P , 
Doz., $9.50. consumers—this is the secret that wins entré S C 



































To sense the demand and to meet it with 


Society Maid “Slips for Society Maid novelty styles wherever 
of Hosiery Fashion” 
on Request. 





for § 
; ; Sopl 
among Society Maid’s current successes. Hot 





they are shown. We illustrate five topliners 


There is quick sales action in every one. and 
vaud 
visit 


Society Maid Hosiery Co.| } = 


| 
354 Fourth Ave. New York City = 


Mills at WILLOW GROVE, PA. Ge 


busir 
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WHERE A QUOTA Works 


[CONTINUED FROM PAGE 144] 


numbers that are moving slowly and not showing the hand of poor selling merchandise, and the stock is al- 
proper activity are posted and pushed, and if that ways kept at a minimum. 

method does not move them, they are reduced to the “Another method that might be of interest is the 
next lower price, which usually sells them. Each day 
at closing time we know just what stock is on hand, 
and what to order. The system is a perpetual inven- 
tory and avoids overbuying. It is sometimes called a 





use and careful study of the color chart. This is the 
key to harmony in footwear, and is continually in full 
view of all the shoemen showing just what shades of 


he hose will blend with certain colors in footwear. 
hand-to-mouth method, but it eliminates any great loss 


and avoids monthly sales at a great reduction. The “Whenever an order for shoes is sent to the manu- 
stock is always fresh and clean and free from obsolete facturers, I receive a list of the colors and order 
numbers, and if some particular number is having an hosiery that will blend with the footwear. When the 
extraordinary sale, it is reordered every day if neces- new line is displayed in the windows the colors that 
sary. There is no chance of getting a large stock on blend in hosiery are used as silent salesmen. 
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"RED HoT MAMA”? 


Has A RuR- 
OrFf STAGE 





Sophie Tucker expresses that well- 
known emotion — “Horror” — as 
she finds a run in her stocking 


CORE one for the Gotham 
Knitbac Shop in Atlantic City 
for getting some good publicity via 
Sophie Tucker, the last of the “Red 
Hot Mamas,” as she terms herself, La Belle Tucker watches her 
and one of the most popular of stocking being repaired, and rég- 
vaudeville and revue stars. Sophie isters “skeptical anticipation 
visited the shop and tried out the 
repair service. She consented to 
go through the process in front of a camera and the three pictures here are 
the result. Sophie Tucker, convinced of the 
Getting stage people interested in a hosiery repair service is mighty good flawless repair, now registers 
business, for stage folk are good boosters for anything they like. “complete satisfaction and delight” 
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inffall and Winter 
“for Men, Wemen and 


We’ve moved — bag and 
baggage— to Chattanooga — 
where we can better meet the 
growing demand for the pop- 
ular Everwear line. 


The change wiil mean no de- 
parture from the Everwear 
policy of square dealing—no 
deviation from the supreme 
Everwear quality standard, 
and Everwear will still con- 
tinue to be “First with the 
Latest.” It simply marks an- 
other step forward in Ever- 
wear’s growth. 





Even as this is written, we 
are offering our first presenta- 
tion of the new Fall and Win- 
ter styles for Men, Women, 
and Children — a complete 





‘ 


t 
£ CHATTANOOGA [| 
| 
i 


now come from CHATTANOOGA 


The EVERWEAR |p{ HOSIERY’ CO. | 


\ TENNESSEE. 


. 
OSLEr 
Children 
line, anticipating the mode 


in stunning new creations of 
many exclusive shades. 


And with this wonderful 
new line comes the inaugura- 
tion of our new and totally 
different Cooperative Mer- 
chandising Plan, eclipsing 
anything ever attempted by 
the industry, and making this 
ever-popular line at once the 
best selling and most profit- 
able ever offered the retail 
trade. 


Write today for the Fall 
and Winter Sample Card and 
prices, together with details 
of our new Golden Coopera- 
tive Plan. 
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The new French Heel 7 - 
prominently featured in 

Everwear Full Fashioned * 
Ladies’ Hosiery for Fall. 
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Let your hosiery department 
are McCallum’s 


color leadership 


«e+ ACTIVE INTEREST in browns with a perceptible red- 

dish tinge... presence of mauve so general, that 

outside of the definite reddish cast, it might be 

called the most important movement in hosiery col- 

ors ... Shades more beguiling and subtle to tempt 
the eye of the consumer.” 

y Confirming the accuracy of McCallum’s early choice 
of featured fashion shades. 

There is Barcelo, a ruddy brown beige. There is 
that distinctive fashion shade, Marette, with its decided 
mauve cast. And what better example could be found 
of the beguiling shades “to tempt the eye of the 
consumer,” than La/faire, a soft blending wood beige 
of French origin, instantly appealing! 

The remarkable accuracy of McCallum predictions 
is the result of a thorough research in fabric, leather 
and fur trends... plus a shrewd divination of the 
relative success of various Paris and resort styles. 

McCallum now emphasizes the importance of the 
three ranges of beiges and browns; the warm beiges, 
wood beiges and yellow beiges. Neutral tones and 
true grays will be important, and evening shades will 
include the new pale tones, Mauve and French Flesh, 
and two deeper shades. 

Information, so vital now that every customer has 
in mind an ensemble, is at your service in the 
McCallum Color Card and Fashion Service Bulletins. 

The McCallum Color Card is a guide to the lead- 
ing hosiery shades of the season. The Fashion Service 
Bulletins bring to you periodically advice and fore- 
casts of McCallum style experts. Free to every 
McCallum dealer. If you aren’t getting the Bulletin, 
or if you can use extra copies, write to us today. 


Make Your Plans for the McCallum Style Opening—October 7-19 


Here’sa promotive eventall planned _ vertising, displays,and well-informed 
for you at the psychological moment _ salespeople bring sales to swift com- 
of the fall buying season. National pletion. Send now for the free dis- 
advertising tells the story, local ad- play material. 


McCallum Hosiery Company 


NORTHAMPTON, MASSACHUSETTS 


Niw York Ofrice CHICAGO PHILADELPHIA BosTON ATLANTA SAN FRANCISCO 
417 Fifth Avenue 36 So. State St. 1001 Chestnut St. 77 Summer St 932 Healey Bldg. 1145 Howard St. 
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HE success of any business often depends upon 
some practical merchandising idea which is deftly 
put over by the progressive person back of the busi- 
ness. Such a person is Mrs. Bell, buyer and manager, 
of the hosiery department at the Fontius Shoe Store. 
Denver, Colo. Mrs. Bell’s merchandising idea is the 
Box Special, to which she attributes much of the suc- 
cess of her depart- 
ment. 
The Box Special 
consists of three 
pairs of two dollar 
hose, attractively 
boxed and offered 
for five-fifty. The 
theory is advanced 
that it is just as easy 
to sell a customer 
three pairs of hose 
as it is to sell only 
one pair if the sales force is “on its toes.” This plan 
has been tried out at Fontius’ for four years and has 
greatly increased the sales in the hosiery department. 
In this day’ of color, when so many different shades in 
both shoes and hose are the vogue, it is an easy matter 
to persuade the cutomer to purchase more than one pair 
of hose. The Box Special is a great aid to this plan. 
The customer has her choice of any three shades if she 
so desires. This proves an added inducement. 


- = 2+ 


T is a debatable problem as to the wisdom of taking 
one article of merchandise and selling it at a reduc- 
tion in order to attract people to the store. 

“Yes” says M. L. Gensler, whose family shoe store 
is out on Mission Street in San Francisco. Like most 
stores, large and small, downtown and neighborhood, 
the bulk of the trade flocks in on Saturdays. Now for 
the reasqns of that emphatic Yes. 

“Ordinarily, I spend $100 to $150 for a Saturday 
newspaper advertisement which comes out in the Fri- 
day papers. Business was always pretty good on Satur- 


days, so I attributed a good part to the newspay cr ad- 
vertising. Then I began to wonder if some other advyer- 
tising method might not pull better returns. The 
thought of some sort of a leader persisted and women’s 
stockings were the seemingly logical thing to offer, 

“In talking it over with a wholesale hosiery nian, he 
thought the idea practical, provided I did not advertise 

any brand, so the 
stigma of being a 
‘cut price’ store could 
not be thrown at me. 
Another angle was, 
that by not mention- 
ing any name, it 
would not ‘distur 
other merchants 
carrying the same 
named line. 
“We took a hose 
costing $11 a «dozen, 
making a one day special out of it at $1. No compara- 
tive price was used in the window or in selling them in 
the store. The hose was simply featured as ‘a full 
fashioned, first quality, silk to the top, at Sl.’ This 
same stocking is sold under its named brand for five 
days a week for $1.65, but for Saturdays, it is sold 
nameless for $1. 

“A mark down of $25c a pair is taken on every pair 
sold and this amount is charged to advertising. ‘There 
is no good reason why the hosiery department should 
stand a loss that rightfully belongs to another de- 
partment. 

“This method has been in operation for ten Satur- 
days now. We are more convinced than ever that it 
is the best means of advertising our store we have yet 
used. At first we sold about ten dozen hose a diy, but 
we shortly expect to run that number up to 50 dozen on 
Saturdays. That means many more new faces conic into 
the store than ever before. Many direct sales oj -izable 
amounts are weekly traced to people who never came 
into the house before. It does not cost any more to 
sell 50 dozen hose than it does 10 dozen, in ft the 
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more sold the less percent of cost, 
as one girl handles it all. If we 
can get 600 people coming in here 
each Saturday to buy stockings, I 
think it will be a pretty piece of 
business.” 

- a a 


«TF we have a hundred hosiery 

customers in one day, and sell 
them each one pair of $1.45 
stockings, the receipts will be 
$145. But if our girls, through 
eood salesmanship, can sell two 
_ three pairs of stockings to 60 
per cent of the customers, the 
sales will be over $300 for that 
day,” is a line of reasoning by 
W. C. Jones, that is causing the 
hosiery sales to jump right ahead 
in the Feltman & Curme, Seattle 
store. which he manages. 


- =- = 
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hose than you do shoes: 
The I. Miller and Sons, 16 shoe 
stores do—in fact they sel] one 
and seven-eighths pairs of hose to 
each pair of shoes and expect to 
increase this to a flat two pairs of 
hose to each pair of shoes before 
the year is out. There is nothing 
unusual in the Miller plan. All 
shoe salesmen are trained to sug- 
gest hosiery. Weekly meetings 
at which color coordination is ex- 
plained help in this, along with a 
bonus for all hosiery sales above 
a certain quota, which is set every 
week for each individual sales- 
man. \Vhile some hosiery trade 
comes to the Miller hosiery de- 
partments from tne street, 70 per 
cent of the sales originate with 
the shoe salesman. 


D° you sell more pairs of 
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HE fancy hosiery cabinet is grow- 

ing and taking unto itself additional 
attributes. Here are two of the new- 
est ideas in these fancy cabinets intend- 
ed to decorate Milady’s doudoir. The 
one at the top is designed as a “utility” 
cabinet and has drawer space for rolled 
up hose, costume jewelry, sport sox and 
other small trinkets. The two drawer 
cabinet at the bottom may be used for six 
pairs of hose, three in each drawer, for 
two handbags, one in each drawer, or 
for three pairs of hose and one handbag. 
The modernistic and colorful imported 
papers used both outside and inside the 
cabinets make them highly decorative 
either in the home, or in merchants’ dis- 
play windows. Courtesy A. Hendon & 

Son, New York, N. Y. 


Theater advertising has done 
wonders with the increasing of 
the sale of hosiery at Herman 
Saks. 

The store's location has some- 
thing to do with the results. The 
store is located in the downtown 
section of Lirmingham on what 
is known as “Birmingham’s 
Broadway” and in the next block 
the only vaudeville house in the 
State of Alabama is located. 

Theater goers in leaving this 
theater must pass in front of the 
store on their way from the thea- 
ter. This house has been run- 
ning the advertising film from 
Herman Saks. 

Theater fans in leaving this 
theater, remembering the adver- 
tising film stop off at the store 
and examine the hosiery, the 
same styles that were shown a 
few minutes previously on the 
screen at the theater. 

Mr. Myhand says that the 
afternoon is the best time to get 
results from the films. The 
matinees are attended largely by 
women either going shopping or 
having just finished. So they are 
in the shopping mood when see- 
ing the advertising reel. 

How many theaters does Mr. 
Myhand advertise in? There are 
three downtown theaters and ap- 
proximately a half a dozen neigh- 
borhood theaters. 

As mentioned previously one 
of these theaters is the only 
vaudeville house in Alabama and 
is the big drawing theater in 
Birmingham. Here in_ these 
theaters, Mr. Myhand is reach- 
ing approximately 100,000 peo 
ple a week. 

And the cost of reaching these 
people is very reasonable. <A 


eg is so good as the right kind of advertis- 
ing says W. J. Myhand, manager of the hosiery 
department at Herman Saks, Birmingham, Ala. But 
very often the problem is in finding the RIGHT kind 
of advertising. 


Newspaper advertising is one kind 
that usually pays but there are other advertising 
problems. 

Mr. Myhand has solved at least one problem in his 
advertising. He is reaching a class of people every day, 
six days a week who really buy hosiery. That class of 
people is the movie fan. 


Hostery AND ACCESSORIES 
SECTION 


local film company, the sert that is located in practically 
every large city, makes the film and delivers it to the 
theaters, all for the sum of $27.50 a week, on a yearly 
contract basis. The film company handles everything, 
seeing that the films are shown right, thus relieving the 
merchant of the details. 

Another point that Mr. Myhand believes in is this. 
Theater advertising is guaranteed. The theater box 
office separates two classes of people. The kind that 
will spend from those who will not spend or cannot 


spend for the lack of money. Theater goers spend. 





IRON CLAD > 


No. 907X is a Full Fashioned Pure Silk 
Serviceweight Silk-to-the-Top style with 
Mercerized sole. Colors: 


Black Pastel Parchment Mauve Taupe 
Skin Light Gun Metal Manon 

Grain Reveree Mistery 
Pearl Blush Cuban Sand Breezee 
Evenglow Beach Tan Suntan 


Sizes 8 to 1014 


$12.00 


per dozen 


Packed 3 pairs of one size and color to box 
IMMEDIATE DELIVERY 


Cooper, Wells & Co. 


100 Broad St. St. Joseph, Mich. 


Manufacturers of full Fashioned 
and Seamless Hosiery at St. Joseph, 
Michigan, and Decatur, Alabama 


Manufacturers of 
Quality Hosiery 
for Fifty Years 
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UNIQUE presentation of fall hosiery colors took 
place Aug. 28 at a tea given by the Phoenix 


Hosiery Company at the Ritz-Carlton Hotel. The 
fashion showing was planned and supervised by Miss 


Christine Holloway, who is styling the Phoenix 
Hosiery line. 

To demonstrate color coordination of fabrics and 
shoes with Phoenix Hosiery shades, Princess Gagarin 
cut and draped fourteen costumes upon the mannequins. 

As the mannequin appeared on the stage in only a 
costume slip, preparatory to the draping, attention was 
centered upon the stocking shade alone. After the 
draping the hose was observed in relationship to the 
costume color. 

Princess Gagarin has recently returned from Paris, 
where she has just opened her couture establishment, 
under the name of Catherine Pierre. For the past four 
years she has had an American house, of the same name, 
which has served an exclusive and exacting clientele. 
The fabrics, donated for the occasion by the leading 
houses, were handled with superior knowledge and 
evident skill. 

The houses showing fabrics, were Fortsman & Huff- 
mann, Cheney Brothers, H. R. Mallinson & Company, 
Schwarzenbach, Huber & Co., and the Celanese Corp. 
The shoes were by Laird, Schober & Co. 

Browns and deep beiges were the featured hosiery 
shades. Four browns were shown: Beechnut, a choco- 
late brown; Copper, a red brown; Automne, a yellow 
brown and Mauvette, a mauve brown. Mauve was the 
important overtone in two other shades, Chamauve and 
Fantome, used for formal afternoon and evening wear. 


Hosiery AnD ACCESSORIES 
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A suntan shade was shown for evening as well as 
Dorée, a pastel shade, for the woman who did not spend 
her summer burning up. 

The rule of color contrast in the selection of hosiery 
was illustrated. With the costume color in a cool shade, 
such as blue green, a warm red beige was worn to pre- 
serve the proper balance. With the warm capucine 
tones the hosiery was selected in a cool beige minus 
pink or red; continuation of the warm overtones in the 
hosiery would produce a monotony neither smart nor 
interesting. 

The range of colors in the fabrics stressed greens, 
and red browns. Other important shades in the fall 
color picture, such as the deep wine red, a sapphire and 
medium blue, capucine in a print and evening moiré, 
eggshell and black, were shown. 

Shoe styles favored the heel strap slipper and pumps 
in regent or opera style. The walking shoes with a 
leather heel, combined kid of tete-de-negre with lizard 
in a lighter tone. 

XY 


The speed with which hosiery repair is growing 
and the dominating position it has attained are both 
amply certified in the recent announcement by the Ritz 
Carlton and Ambassador Hotels in Atlantic City that 
they now offer Knitbac service to their guests. 

In both these leading resort hotels, cards and folders 
announcing Knitbac as a service feature, are dis- 
tributed throughout the rooms, and guests may hand 
run-damaged stockings to the valet for immediate 
Knitbac service. 





[162] 


They Stand 
Anywhere 
and will not 


Tip Over! 


The “Calf Hi” at the left 
sells for $4.50 a pair. The 
other—the “Thi Hi’—sells 
for $9 a pair. There are 
five models for women and 
two for men available. 


HE weighted toe—that keeps 

Fairy Forms ever gracefully 
poised in natural, life-like manner 
—is but one of many features that 
have made them the choice of dis- 
criminating buyers. 


For men’s and women’s hosiery 
and shoes—either alone or in color- 
ful combination—they immediately 
attract attention in your windows 
and on your counters. Hundreds 
of retailers are using Fairy Forms 
as the magnet to attract greater 
sales and profit. 


Fairy Forms are light and airy. 
They are flesh-tinted and easily 
kept clean. They will take shoes 
of standard 4B measurement. And 
Fairy Forms stand alone. No sup- 
ports are needed. 


Order them from your jobber. 
If he cannot supply you, tell us 
what you want. They will be 
shipped within 24 hours after your 
order is received. 


SHOE FORM CO. Inc. 
Auburn, New York 








The Gotham Knitbac Service Company, Inc, in- 
augurated the first of a series of radio broadcasts “ 
Monday, August 26, over Station WPG in \tlantic 
City. 

The story of Knitbac hosiery repair is told on the 
air in dialogue form, two ladies holding a conversation 
wherein one tells the other about the advantaves of 
Knitbac service, and then they both go on a verbaj 
visit to a Knitbac store. 

The results attained by these broadcasts will be yery 
carefully checked, and the experience gained wil! doyby. 
less be of great value in the extension of Knitbac broad- 
casting to the rest of the country, which is expected 


xy 


Finery Coral Band stockings were worn |) the 
models of the Royal Worcester Corset Co. durin their 


shortly. 


Fall openings. Displays have been put on during 
the past few weeks in Cleveland, Chicago ani! Pitts- 
burgh, ending with a New York showing. The models 
used Finery Style No. 111, which is a three-thread 
chiffon with a picot top. 


XY 


J. L. Marks has just joined the sales force of the 
Interstate Hosiery Mills and will represent the Finery 
and Lansdale lines in the southwestern territory. His 
first trip is scheduled for September. 

For the past twenty years Mr. Marks has been con- 
nected with the hosiery business. A year ago he left 
the Burson Knitting Company to go with A, L. 
Ullman, who himself has just recently become asso- 
ciated with the Interstate organization. 


XY 


Miller Hosiery Company, Inc., 330 Fifth Avenue, 
New York, with stock houses at Chicago and San 
Francisco and mills at Bethayres, Pa., announce that 
they have perfected their new-seam hosiery—lomilla 
Smoothseme—and that they are now delivering to deal- 
ers from stock. 

The Miller Hosiery Company first announced Ro- 
milla Smoothseme, a full-fashioned stocking with a 
smooth, fine, flat seam akin to hemstitching in appear- 
ance, two months ago for Fall delivery. M. losen- 
blum, vice-president, says, ‘“‘Without delaying our 
delivery date to the trade we have been able to improve 
and perfect the new Romilla Smoothseme since it was 
first announced, so that it completely meets all the ex- 
pectations we had for it. Naturally, we consider it 4 
decided advance in full-fashioned hosiery construction 
and the reactions from the trade strongly coniirm our 
opinion. 

“Though Romilla Smoothseme has not yet been pre 
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sented to the public, we are already receiving letters 
from women who have heard about it, saying that 
they have long been looking for a full-fashioned stock- 
aw with a flatter seam than the ordinary ridged one, 
and asking where they can get this new stocking. 
Obviously plenty of women have feet sensitive enough 
to welcome Romilla Smoothseme, and we anticipate a 
large comfort-market, so to speak, for this new stock- 
ing. 

“Primarily, however, the appeal of this new stocking 

is a style and beauty appeal The new seam gives full- 
fas! ioned hosiery a final touch of elegance and tailored 
smartness which it has not previously had, and the 
lattice line of tiny apertures which make it up have the 
charm of hemstitching for women.” 
An added advantage of Smoothseme, according to 
Mr. Rosenblum, is that it hasn’t the tendency to twist 
awry on the leg, but stays straight. This is due to 
the ‘act that the flat seam offers no starting point for 
turning. 

Romilla Smoothseme is being introduced in both 
chiffon and medium weights, and falls in the popular 
price class of merchandise, retailing at $1.95 for the 
chiffon and $1.65 for the medium. 


KY 


The Shoe Form Co., Inc., of Auburn, N. Y., has 
just added to its family of Fairy Forms for displaying 


subtle 


hosiery, two new forms, as shown by the accompanying 
illustration, the men’s Ne Hi and the women’s Lo Ne 
Hi Form. The men’s form is designed for the dis- 
’ , . 
play of men’s golf hose and the women’s form, while 


designed for displaying standard hosiery, is well suited 
for the display of women’s golf and sport hosiery 
Both of these forms are made from ‘“Fairylite,” a 
special celluloid, and have the weighted toe, which en- 
ables them to stand alone without supports of any kind. 
This is one of the features which has contributed so 
much to the popularity of Fairy Forms for displaying 
hosiery. 


KY 


The Belding Heminway Co. has added three new 


qualities to its line for Fall. One is a sheer all-silk 





Model No. 1H has one com- 
partment and is a combina- 
tion chest and gift box. 
Many merchants are selling 
more hosiery by offering this 
box with each pair. It is 
made of imported fabrics of 
. . pleasing pattern. It meas- 
pair of stockings in each | ures 11% inches high, 7 inch- 
compartment and is an ex- | os wide, and 5 inches deep. 


ceptionally good seller. Samples of material and 
Write for samples of ma- prices on request. 


terial, color and prices. 


Model 2H, as illustrated, has 
two compartments made of 
durable imported paper of 
pleasing decoration. It 
measures 24% inches high, 
7 inches wide and 5 inches 


deep. This chest will hold a 





186-192 West 4th St. 





“HOSIERY CHESTS” “a 


AND GIFT HOSIERY 


Write jor descriptive folder of the line. 


A. HENDON & SON 


“Art Novelties for the Shoe and Hosiery Trades” 


BOXES 


The Hosiery Chest 
Gift 


Boxes offer to enter- 


Hosiery 


prising merchants a 
tremendous extra 
profit and business 


building 


ity. In many beau- 


opportun- 


tiful colors, the con- 


sumer is quickly 


attracted to the Ho- 
siery Chests and the 


Model No. 4H as illustrated 
has three compartments, will 
hold a pair of stockings in 
each compartment, made of 
imported durable papers of 
pleasing decoration; ribbons 
and lining to match; meas- 
ures 41% inches high, 7 
inches wide, and 5 inches 
deep. Write for samples of 
materials and prices 


desire to have one is 
great. 


Progressive 
chants all over the 
country are featur- 
ing Hosiery Chests 
not only as an inde- 
pendent unit but as 
a part of a merchan- 
dising plan selling a 
complete hosiery 
wardrobe. There are 
big possibilities. 
Write for informa- 
tion. 


mer- 


New York 
* 
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Old Spanish Laces 


y mn Influence of Spain, with its 

World’s Fair, swings back again 
and prompts us to offer to our select 
trade—a beautiful Silk Hosiery 
Program, featuring the Old Span- 
ish Laces. 


HE dominant style note of these 

full fashioned jacquard silken 
laces will drive the bare leg idea to 
cover. The Spanish soft Browns 
and Taupes are featured in the color 
line. Black and Gun Metal are 
stunningly becoming in these in- 
triguing laces. 


No. 975—Pin Point Lace 

No. 990—Lace Mesh 

No. 992—Barcelona Lace 

No. 981—Polka Dot Lace 

No. 965—Tango Lace—The Hit 


of the Season 


1/4 Dozen Packing 


All for IMMEDIATE delivery 


Mr. Retailer, take a tip from K-T-C. Fea- 
ture and push our Spanish Lace idea in your 
Hosiery Department. Trade up—not down. 
Style and Quality will win! “You can’t be 
beat if you won’t be beat!” 


KRUEGER -TOBIN CO., Inc. 


2 PARK AVENUE NEW YORK 





Style Originators and Sports Hose Creators 


KT Cc 


Spanish Laces Exclusively Made For the K-T-C Trade 


stocking with black curved French heel, another is a 
seven-thread all over silk with curved French heel, and 
the third one is a 7-45 service weight all silk with a 
modified French heel. 


KY 


The New York office of the Vertex Hosiery Mills 
will be moved about October 1 from the present loc 
tion at 267 Fifth Avenue, to the new building at 3% 
Fifth Avenue. 


KA 


Sander Marcus, Vice-President of the Ajax Hosie 
Mills, will have complete charge of the new Ajax offi 
at 385 Fifth Avenue after October 1. Mr. Marcus 
giving up the New York representation of the Moo 
head Knitting Co. 


KA 


Salesmen of the Everwear Hosiery Company of Mi 
waukee recently gathered at the home office for a gen 
eral conference on sales, merchandising methods an 
presentation of the new Fall styles. Some twenty-fi\ 
representatives were in attendance. 

The new Fall lines were shown for the first tinx 


These include a number of new and attractive pat- 
terns in men’s fancy hosiery, new styles and colors in 
women’s hosiery, and a complete new line of children’s 
hosiery. Officials of the company say that with these 
recent additions the Everwear line of hosiery is more 
extensive than ever before and complete in every detail 

At this time also announcement was made of the 
removal of the company from Milwaukee to Chatta 
nooga, the advantages of which are éxpected to accru: 
both to the company and the trade in general. Coin 
cident with this announcement was the presentation to 
the salesmen of the new Everwear cooperative policy 
This is a system of individual cooperation with th 
retailer which will secure for him expert merchandis 
ing counsel on his individual problem. It is expecte:! 
to increase the demand for hosiery and consequent}; 
insure greater profits for the retailer. 

The Everwear Company covers every State in t 
Union by personal representation and is continual 
placing additional salesmen in the field. 
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